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The man bent over his micro- 
scope, above, is important to 
you and to all LP-Gas opera- 
tors. He is part of the large staff 
of laboratory engineers which 
tests the quality of Hackney 
Lightweight Cylinders. 

Steel and weld specimens 
from the cylinders are brought 
to this technician who exam- 
ines and photographs them. 
Constant checks of this sort by 
trained personnel keep the 
quality of Hackney materials 
and workmanship at the high- 





est possible level . . . assure th 
best cylinders for you. 

Rigid inspections like thi 
are only part of the care thi 
goes into making Hackne 
Products. Skilled designers an 
the most modern manufactu 
ing techniques as well, havi 
made Hackney Lightweigh 
Cylinders the preference of L? 
Gas dealers and operators }) 
more than 2 to 1. 

For full information 0 
Hackney LP-Gas Cylinder 
write us. 
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HEADQUARTERS FOR 


NORTH DAKOTA 


Please advise if you consider it 
good practice to use % in. O.D. copper 
tubing for underground line, two- 
stage with 10 lbs. pressure in the line 
up to second stage regulation? 

Length of run: 50 ft. Advise what 
capacities the %-in. will handle. 

J.W.T. 

A 50-ft. straight run of 3-in. Type K 
copper tubing will carry enough LP-Gas 
to deliver about 300,000 Btu if the primary 
regulator pressure discharge is 10 lbs. and 
a l-lb. drop is allowed in the run to the 
secondary regulator. . 

The 1951 edition of the Handbook 
Butane-Propane Gases has tables for both 
low pressure and high pressure line sizing. 

Copper tubing is satisfactory for this 
service unless soil conditions are such that 
the copper tubing will be attacked and 
corroded. Cinder fill or soils in which sul- 
fur compounds have infiltered are corro- 
sive to copper. When such soils,are en- 
countered, the tubing should be covered 
with a protective coating.—Ed. 

e 
FRANCE 

We should be interested to receive 
some information on fittings for the 
ripening of bananas with butane- 
propane gas, especially as far as the 
thermostat of such fittings is con- 
cerned. 

F.D. 

The American Gas Assn., 420 Lexington 
Ave, New York, in one of its Industrial 
Service Letters, gives much valuable in- 
formation about banana ripening rooms. 
This letter, entitled “Safe Heating of 
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| Letters 


LP-GAS INFORMATION SINCE 1931 


Banana Ripening Rooms” by C. George 
Segeler, describes recommended equipment 
and practices. 

It states that John M. Murcott, 190-48 
1llth Road, St. Albans, New York, is the 
agent in the United States who sells equip- 
ment designed for banana room heating 
service. We suggest you contact the Am- 
erican Gas Assn. and Mr. Murcott for 
‘urther information.—Ed. 

e 
MISSOURI 


We are writing you regarding an 
approved method of preparing vessels 
containing propane or butane for 
repair work. Occasionally it is neces- 
sary to repair these vessels after 
they have been in use and we are 
attempting to improve our present 
procedure of removing the propane 
residue. 

At the present time it is our prac- 
tice to use live steam for a period of 
24 hours through several openings 
in the vessels with an outlet for any 
condensate which may be formed. At 
the end of that time an explosimeter 
is used to test the tank, and if not 
completely clear of- explosive vapors, 
the steam is turned into the vessel 
for another period of 24 hours. This 
is repeated until the vessel is clean. 

While the above procedure does 
eliminate the explosive vapors, this 
is frequently time-consuming and 





@ BUTANE-PROPANE NEWS welcomes letters from 
oyr readers, but it must be understood that this 
magazine does not necessarily concur in epin- 
ions expressed by them.—Editor. 
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costly as, usually, one 24-hour period 
of steaming is not sufficient to com- 
pletely purge the vessel. Generally, 
our repair jobs are very rushed and 
the time consumed in preparing the 
tank for work is urgently needed. 
J.R.V. 

We know several companies who repair, 
cut and weld both gasoline and LP-Gas 
storage tanks. We find in general that 
they do not resort to steaming except 
when they want to clean the tank prior 
to working on it. 

There are two methods; one is to pipe 
the exhaust from a truck motor or auto- 
mobile engine into the storage tank and 
allow it to run for some time until all the 
gas in the tank has been purged from it. 
It is then tested with an explosive meter 
to check for explosive mixture. When the 
meter indicates that it is safe for them to 
work on it, they proceed. 

The second method is to usé CO2 in 
the same manner as described above with 
the truck motor. Here again, the atmos- 
phere in the tank is tested before any 
work is done. 

It is said that the above practices pro- 
vide a safer method of operation for two 
reasons, One is that there is a positive 
flow through the tanks, whereas when steam 
is shut off, air enters the tank and some 
heavy ends can then evaporate and form 
an explosive mixture. Also, the tank is 
apt to breathe when worked on due to 
the heating and cooling of the shell. The 
flow of an inert gas prevents any oxygen 
from getting back into the tank. Secondly, 
since there is a positive flow of inert gas, 
there is no oxygen,in the tank and even 
though some combustible gas is present 
there is nothing to support combustion. 

Users of the first method claim the main 
caution is to have the engine properly 
adjusted so that it does not give off excess 
air containing oxygen in the exhaust 
gases.—Ed. 

e 
NEBRASKA 


Somewhere I have seen figures on 
the cost of operating a propane gas 
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truck. I have the impression the cost, 
on a national basis, is 22% cents per 
mile. Do you have any data on this? 
ALT B. 
Your estimate of 2214 cents per mile is 
not very far off. We have not seen any 
average national figures but we understand 
that the industry uses 25 cents per mile as 
a general basis.—Ed. 
a 


COLORADO 


This office, which is the enforcing 
authority for the State of Colorado 
law and regulations on LP-Gas, has 
a question relating to vapor pressure, 

In the sections of our regulations 
covering “Designed Working Pressure 
and Classification of Storage Con- 
tainers” the minimum design work- 
ing pressure for the various code 
containers is based upon the vapor 
pressures of the gases at 100° F. 
This calls for knowledge of the vapor 
pressures of the LP-Gases commonly 
used. 

On the basis of standards followed 
and grades accepted by the LP-Gas 
industry as commercial propane, in- 
cluding the specifications of the Nat- 
ural Gasoline Assn. of America, we 
consider commercial propane as hav- 
ing a vapor pressure definitely in 
excesssof 175 psig at 100° F and ac- 
cordingly, have condemned the use 
of ASME Code, paragraph U-201, 
containers of 200 lbs. design work- 
ing pressure for the storage or trans- 
portation of commercial propane. 

Your Handbook Butane - Propane 





Correction 

In the September issue of BUTANE- 
PROPANE News on p. 438 an answer 
to “J.W.M.” of Texas stated that 148 
gals. of propane were required to 
replace 1000 gals. of oil. 

This was a typographical error. It 
should have read 1480 gals. instead 
of 148.—Ed. 
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Gases 3rd Edition, has ben cited in 
support of a contention by one dealer 
that the vapor pressure of propane 
is 172 psig at 100° F and this figure 
is given in your handbook at Table 
No. 1, page 13 and at Table No. 3 
on page 26. It is also noted, however, 
in Part 2, Chapter 1, page 21, that 
“When inconsistencies are noted in 
comparing the material in this chap- 
ter with properties given for the 
commercially used propanes and bu- 
tanes, it should be remembered that 
the commercial compounds are not 
as highly purified as those used by 
the chemists and physicists in mak- 
ing their determinations.” 

The qualification above quoted 
would appear to explain the incon- 
sistency between the Handbook figure 
of 172 psig and our position that 
cemmercial propane definitely ex- 
ceeds 175 psig at 100° F. We should 
be interested, nevertheless, in the 
viewpoint of the Handbook editors on 
this question. , 

Yours very truly, 
John E. Cronin, 
State Inspector of Oils 


We agree that commercial propane 
often does have vapor pressures in excess 
of 175 psig at 100°F. This is because the 
commercial propanes often contain some 
ethane and, if produced by oil refinery 
processes, they may also contain quantities 
of propylene (propane) which increase 
the vapor pressure. ; 

The effects of known quantities of these 
lighter hydrocarbons can_ be’ calculated 
as shown in Table 1 (Calculations of 
Vapor Pressure of LP-Gas Mixtures), p. 


41 of the Handbook Butane-Propane 
Gases.—Ed. 

J 
TEXAS 


Cotton farmers in this area are 
plagued with insects and worms 
which every year take their toll in 
cotton production. Chief culprit this 
year was a small green worm which 
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hatches out from eggs laid by small 


‘millers or butterflies. 


Butterflies are attracted at night 
by lights or open flares. They will 
fiy into an open flame and destroy 
themselves. Each butterfly is esti- 
mated to produce 230 eggs from which 
the destructive worm is hatched. 

We are interested in a butane light 
or flare—perhaps with a reflector— 
which would help keep cotton fields 
free from these pests. Can you give 
us any information on this subject? 

If such an idea does work satis- 
factorily, possibilities are great as 
the present practice of poisoning 
hinders growth and maturity of the 
actual plant or stalk. 

E.K.B. 

We do not have any information on a 
burner which has been designed for this 
particular purpose. However, the American 
Liquid Gas Corp., 1109 South Santa Fe 
Ave., Los Angeles, has done considerable 
work in developing burners for orchard 
heating and possibly has a burner which 
could be developed for the work in which 
you are interested.—Ed. 


9 
HAWAII 


Several of our LP-Gas customers 
are planning to install charcoal oper- 
ated outdoor barbecue fireplaces. We 
have installed bar burners on a few 
such installations in the past, which 
have not been entirely satisfactory 
because of ash-clogging and rapid 
deterioration of the burner. 

We would appreciate your sending 
us whatever available information 
you may have on present practices 
in charcoal ignition. 

D.N.S. 


Your trouble cannot be remedied by 
burner design alone as the,-application of 
the burner is of prime importance if it 


»is to function successfully. 


Small venturi type burners, commonly 
used as pilot burners for industrial burner 
systems may prove successful.—Ed. 
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COLUMBIAN “Frameless” SEMI-TRAILERS tice the 4,000-s21, 


double-barreled LPG Transport shown below are famous for their engineering excellence 
and exclusive Columbian construction features. That's why they always deliver more years 
of trouble-free, low-cost service. Manufactured in any capacity within limitations of your 
state highway regulations. 











COLUMBIAN LP-GAS 
Delivery Truck Tank 

(Right) 1212 water gals., 1000-gal. net. 
54-in. diameter, 132-in. O.A.L. 1950 
ASME code construction. 250 Ibs. WP. 
Complete with fully streamlined 
skirting, full size bucket box, 
two side cabinets, 2-in. propane 
pump, 1% printometer. Neces- 
sary valves, fittings and hose. 


4-way pumping system. Mounted 
on your truck for driveaway de- 


livery. 


COLUMBIAN Storage Tanks 


(Left) Above-ground and under ground storage tanks 
that are quality built for long years of efficient 


operation. Available in all sizes. All ASME tanks. 


COLUMBIAN STEEL TANK CO. cnc. 
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OR the first time, the U. S. Bureau 

of Mines has broken down its an- 
ual report on the marketed production 
of LP-Gas on a state-by-state basis. 

Maybe this won’t help a dealer 
sign any new contracts but it certain- 
ly will give him a better view of the 
industry as a whole and his position 
in it as a member of some state 
group. Some surprising figures show 
up for different states. The outstand- 
ing ones are those along the Atlantic 
Seaboard where the use of LPG has 
increased tremendously since the last 
government report. Tables and an ex- 
tended story upon this subject will be 
found in this issue. 


If any section of the country runs 
short of fuel this winter, as some did 
last year, it won’t be because the top 
brass and the little dealers, as well, 
haven’t tried to do something about it. 

Dealers who got caught last winter 
because of the railroad strike, cold 
weather, and inadequate transporta- 
tion facilities have been working hard 
on their customers who use fuel for 
winter heating to sell them larger 
storage. Much new dealer storage has 
also gone in, and at the points of pro- 
duction increased storage is now 
available. Storing LPG underground 
in salt domes promises to do more 
than any other one thing to provide 
a reserve supply of fuel for winter. 

It takes time for a young industry 
like ours to work out its problems 
and it is rather remarkable that LP- 
Gas dealers have been as sué¢cessful 
as they have when it is remembered 
that until lately there had been but 
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limited unification of effort and or- 
ganization within the industry. With 
thousands of dealers working hap- 
hazardly and, for most part, without 
instruction or engineering help, it 
must be said that they have done a 
pretty good job from the standpoint 
of providing an essential service in 
a highly successful manner and with 
an excellent safety record. 


Domestic appliances provide a near- 
ly constant year-round volume of fuel. 
Heating units consume most of their 
fuel in the winter when delivery costs 
are highest. Farm tractors use most 
of their fuel during the warm months. 

It must be obvious that it will pay 
to try to offset the winter heating 
demand with more sales of tractor 
conversions in order to build a sum- 
mer load. Most” assuredly dealers 
should work the hardest on heating 
customers to sell them a summer 
application of the fuel and to fill their 
storage tanks early in the fall. 


Those who are following C. C. 
Turner’s valuable articles on “Prac- 
tical Management of an LP-Gas 
Business” in the regular issues of 
BUTANE-PROPANE News will learn 
something this month about estab- 
lishing a pound gas rate equivalent 
to electricity. 

If you are not able to compare the 
Btu values of gas and electricity for 
given units of measurement and to 
éstablish your retail prices accord- 
ingly, you are at a disadvantage. 

Mr. Turner tells you what to do 
and how to do it. 
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BEAIRD 
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ie ioneers in the develop- 


ment and manufacture of LP-Gas systems. 


Since 1918—manufacturers of petroleum and chem- 
ical processing equipment. 


Write for complete information on Beaird domestic and commercial systems for LP-Gas. 


THE J. B. BEAIRD COMPANY, INC. sHREVEPORT, LOUISIANA 
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T’S hard to believe, but Christmas 

is drawing near again. 

The season offers special opportuni- 
ties to sell gas appliances for pres- 
ents that beautify the home while 
serving their indispensible purposes. 
Even in November it is feasible to 
start local campaigns to plant in the 
minds of prospective clients the 
thought that they can solve the gift 
problem by installing an LPG system 
and buying new kitchen appliances. 

Last year the Protane Corp. of 
Erie, Pa., carried a newspaper ad 
which showed a sketch of a wife 
whispering her Santa Claus letter in 
her husband’s ear. The copy read: 
“Drop a holiday hint to your husband. 
Start your own whispering campaign 
for a sparkling new gas range.” 

There are lots of approaches to 
this general subject and dealers may 
want to start thinking about them. 

* 


Human failure is the underlying 
cause of the majority of accidents 
that take heavy toll each year in all 
lines of endeavor. The refusal of in- 
dividuals to exercise ordinary pre- 
caution is largely responsible for most 
of the accidents involving the worker 
and the public, according to the Am- 
erican Gas Assn. 

Nearly 150 safety executives rep- 
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resenting gas and gas appliance 
dealers and utilities from all over the 
nation, Canada, and Mexico heard 
this basic truth stressed and re- 
stressed at the second annual safety 
conference sponsored by the accident 
prevention committee of the AGA in 
Kansas City in September. 
® 


Safety hinges on three factors 
when using LPG, according to Ohio’s 
state fire marshal, Harry J. Callan. 
These are (1) correctly specified de- 
sign; (2) proper installation; (38) 
trained workers and operators. 

He could have added eternal vigil- 
ance. 

Actually, safety can be considered 
a state of mind. An individual has 
to want to be safe in order to not 
endanger the well-being of others 
when he is handling commodities that 
might cause accidents. If he is earnest 
and conscientious he will seek to 
avoid doing anything or leaving any- 
thing undone that could result haz- 
ardously. Dealers can help make their 
employes’ safety-conscious through 
constant personal instruction, employe 
training meetings, and developing in 
the minds of their workers sincere 
interest in their jobs. 

) 


K. S. Adams, chairman of the board 
of Phillips Petroleum Co., told Kan- 
sas City business leaders in October 
that “self-styled champions of the 
natural gas consumer are trying to 
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hoodwink the public into believing 
Federal control of producers and 
gatherers of natural gas would mean 
more gas at lower prices, when the 
fact is that it would mean less gas— 
higher prices.” 

Will the LP-Gas industry be the 
next target of an over-eager govern- 
ment to control the movements of its 
businessmen ? 

Alabama has recently been the 
scene of a bitter fight between the 
state and retail gas dealers with the 
legislature trying to force the dealers 
to come under the state utility laws. 
It ended up with a compromise of an 
LP-Gas commission, but dealers ev- 
erywhere have to be alert to en- 
croachments of government upon 
their rights and the effort of poli- 
ticians to stir up trouble. 

° 


Recent activities in Washington 
have revolved around the vital prob- 
lem of adequate stcel for consumer 
tanks, according to Howard D. White, 
who is the Washington, D.C., repre- 
sentative of the LPGA and who has 
been working as closely as possible 
with Washington authorities. 

In an Oct. 10 bulletin, Mr. White 
states that a new order limiting the 
production of consumer tanks has 
been drafted by NPA. This is re- 
ported to be designed to limit the 
production of consumers tanks to 
50% of the first quarter of 1950. It 
will apply to LP-Gas tanks, as well 
as others, and will take effect the first 
quarter of 1952. 

The order was to be submitted to 
the heavy metal tanks industry ad- 
visory committee late in October. 

Of further interest to tank manu- 
facturers is the provision that tank 
heads are to be designated “A” 
products in the first quarter of 1952. 
Propane storage tanks of 30,000-gal. 
capacity will also be in the same 
classification. 

Advance CMP allotments for the 
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first three quarters of 1952 to the 
tank manufacturers show a cut of 
approximately 10% per quarter 
which, if sustained, would forecast 
an allocation of about 21% of re- 
quirements in the third quarter. 
It is reported that military require- 
ments for propane cylinders are 


scheduled to take a large quantity: 


of these vessels in 1952. Production 
capacity is sufficient for both uses 
if materials are available. 

Copper continues short and butane 
is expected to be hard to get for 
domestic use. 

Up to Aug. 1, 822 new pressure 
tank cars had been delivered for the 
year and production was expected to 
be speeded up during the remaining 
months of 1951. 

The Petroleum Administration for 
Defense has named a 12-man survey 
group to give it a continuing picture 
of supply and requirements of gas 
and the gas industry. 


Having the tractor available for 
service at the right time for plowing, 
planting, and harvesting may make 
the difference between profit and loss 
on a farmer’s operation for the en- 
tire year. 

Engines operating on LPG are more 
dependable because they undergo less 
wear and are less likely to need un- 
expected repairs during the height 
of the busy season. 

Fleet operators report that LP-Gas- 
burning engines require less mainten- 
ance work than gasoline or diesel 
engines. Such vehicles generally have 
earning powers of several dollars per 
hour so a unit broken down for two 
or three days may become very costly 
to the owner. This is equally true of 
tractors. 

If LP-Gas will defer overhauling 
jobs and lessen engine trouble, it be- 
comes sound insurance for successful 
operation of either trucks or tractors. 
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First State-By-State Breakdown 
Gives New Picture Of Industry 


Tn 1950 report of the U. 8S. 
Bureau of Mines* covering 
consumption of LP-Gas has 
been made considerably more use- 
ful than in the past due to break- 
ing down the figures on a state 
basis. (See Table 1.) Heretofore 
they were prepared on a regional 
division only. 


Total Volume Up 22.8% 


As noted in the brief summary 
last month, consumption reached 
an all-time high with a gain of 
22.8% over 1949, and a marketed 
production of 3,482,567,000  gal- 
lons. The distribution by states is 
shown in Fig. 1. Domestic and 
commercial usage led all other ap- 
plications, with a total volume of 
2,034,464,000 gallons—58.4% of 
the total consumption, and a gain 
of 25% over 1949. Steady gains 
were also shown in the other major 
uses, with increases reported as 
follows: Internal combustion en- 
gines, 66.5%; industrial, 33.8%; 
synthetic rubber, 28.5% ; chemical, 
12.4%; utility gas, 5.2%. 

Gains in domestic consumption 
were greatest along the Atlantic 
seaboard, where an increase aver- 





*See BUTANE-PROPANE Oct. 


1951, Page 68. 


News, 
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aging almost 57% was shown (Fig. 
2). The Pacific Coast states showed 
a loss of nearly 6%, due to the 
great expansion during the year 
of the utility gas systems supplied 
by the new natural gas line from 
Texas. The North Central and the 
Rocky Mountain states showed av- 
erage gains of about one third, 
while the Gulf Coast states showed 
only about 10% gain. This is be- 
lieved to be because the earlier de- 
velopment of the business in those 
states has carried it closer to the 
saturation point. 

Increased use in internal com- 
bustion engines as shown in Fig. 
3, reflects the industry’s efforts to 
balance the summer load by pro- 
moting tractor conversions. Per- 
centagewise, the Rocky Mountain 
states are far out in front with an 
increase of 2100%. Since the total 
consumption in those states was 
small, it does not have a corres- 
ponding effect on the national pic- 
ture. The greatest gain in engine 
gallonage was made in District 3, 
where it went up from 15,372,000 
to 43,742,000 gallons for an in- 
crease of 184.6%. The increase on 
the Pacific Coast was 92.6%. 

It is significant to note that the 
power gallonage for California ex- 
ceeds that of the entire corn belt. 
This is believed to be because of 
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TABLE 1. SALES OF LIQUEFIED PETROLEUM GAS — 1950 
BY STATE & PRINCIPAL USES— THOUSANDS OF GALLONS 
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Maine 12,516 734 182 55 13,487 
New Hampshire 9,177 382 179 9,788 
Vermont 5,115 1,156 110 6,381 
Massachusetts 21,967 14,616 1,614 i; 38,198 
Rhode Island 4,918 320 5,238 
Connecticut 20,031 7,186 138,684 590 41,491 
New England 73,724 24,074 16,089 645 1 114,533 
New York 61,306 7,914 8,277 1,517 10 74,024 
Pennsylvania 38,471 10,403 19,740 11,050 21 10 79,695 
New Jersey 35,017 12,880 23,446 2,787 74,130 
Middle Atlantic 134,794 31,197 46,463 15,354 21 20 227,849 
West Virginia 18,706 582 8,188 138,496 530 166,502 
Maryland ) 
Washington D.C.) 21,640 3,684 1,705 27,029 
Delaware 6,770 783 315 7,868 
Virginia 25,450 6,448 2,095 282 19 34,294 
North Carolina 86,0381 12,455 1,579 243 12 50,820 
South Carolina 26,712 3,133 3,142 13 33,000 
Georgia 43,835 6,569 2,254 4 520 20 53,202 
Florida 54,241 4,515 436 347 22 59,561 


South Atlantic 233,385 38,169 19,714 138,782 1,672 54 431,776 





Ohio 28,457 5,478 3,696 1,136 38,767 
Indiana 43,727 17,701 5,435 7,978 1,477 76,318 
Illinois 94,815 17,368 15,810 137 10,069 1,691 139,890 
Michigan 42,781 27,294 22,018 1,416 1,075 94,584 
Wisconsin 40,125 10,916 32,550 1,700 4 85,295 


East North Central 249,905 78,757 79,509 9,531 15,457 1,695 434,854 





Minnesota 53,433 7,060 3,874 3,326 67,693 
Iowa 44,677 10,092 5,701 471 60,941 
Missouri 62,468 2,740 2,510 878 4,100 72,696 
North Dakota 17,808 1,485 156 1,764 1: 21,214 
South Dakota 30,576 2,421 1,294 1,710 6 36,007 
Nebraska 38,995 1,844 1,215 1,180 43,234 
Kansas 69,186 454 293 5,267 75,200 
West No. Central 317,143 26,096 15,043 14,596 4,107 376,985 


— 








46 BUTANE-PROPANE News 





TABLE 1— Continued 
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6,381 Kentucky 26,028 1,633 1,861 50,997 1,443 81,962 
38,198— Tennessee 24,229 4,682 753 196 912 30,772 

5,238) Alabama 31,256 2,962 2,111 455 36,784 
41,491} Mississippi 51,277 24 462 3,281 100 55,144 
114,533} East So. Central 132,790 9,301 5,187 51,193 6,091 100 204,662 
74,024) Arkansas 71,584 302 =: 1,031 1,973 1,453 16,343 
79,695} Louisiana 128,781 320 4,384 94,392 5,775 1 233,603 
74,130) Oklahoma 98,3138 1,913 2,485 336 —-5, 169 108,216 
227,849) Texas 301,726 3,482 16,460 496,488 26,177 538 844,821 
____| WestSo.Central 600,404 5,967 24,310 591,216 39,094 1,992 1,262,983 
166,502 

Montana 8,179 84 400 219 8,882 

27,029 Idaho 3,526 4,433 60 24 8,043 

7,868) Wyoming 18,741 1,508 20,249 
34,294 Colorado 31,887 1,121 599 996 200 34,803 
50,320) New Mexico 42,040 4,869 632 6,081 180 58,802 
33,000 Arizona 19,066 785 18 2,022 21,891 
53,202 Utah 2,162 278 217 26 2,683 
59,561) Nevada 2,144 4,085 9 6,238 
131,776) Mountain 127,745 15,655 1,935 10,876 380 156,591 
38,767} Washington 8,832 5,715 1,543 139 16,229 
76,318} Oregon 16,437 9,001 2,067 12 27,517 
39,890} California 139,305 7,762 5,218 34,877 41,215 211 228,588 
94,584} Pacific 164,574 22,478 8,828 34,877 41,366 211 272,334 
85,295 
134,851) Total U. S. 2,034,464 251,694 217,078 840,953 129,818 8,560 3,482,567 
67,693 

60.941 Exports 67,763 
bie Grand Total 3,550,330 
36,001 4 
43,234 
75,200 
376,985 
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extensive use in heavy duty trucks, 
a year-round demand stimulated 
by a substantial drop in butane- 
propane prices. Generally speak- 
ing, engine conversions are most 
numerous where the differential in 
fuel costs is greatest. That other 
factors also enter into the picture is 
shown by considering the geo- 
graphical relation of the ten states 
having the greatest volume of en- 
gine fuel consumption to sources 
of supply: 


1. California 41,215,000 gals. 


2. Texas 26,177,000 ‘ 
3. Illinois 10,069,000 “ 
4. New Mexico 6,081,000 “ 
5. Louisiana 5,775,000 “ 
6. Kansas ‘B,267,000 “ 
7. Oklahoma 5,169,000 “ 
8. Minnesota 3,326,000 “ 
9. Mississippi 8,281,000 “ 
10. Arizona 2,022,000 “ 


The greatest increase in indus- 
trial plant use was also in District 
3, with a gain of 154.5%. This was 
in spite of widespread availability 


of natural gas. The Atlantic Coast 
states show the next greatest gain, 
65.5%. The greatest volume used 
industrially, however, was in the 
North Central states, where total 
industrial consumption was 99,- 
651,000 gallons. 


Butane Diverted to Rubber Needs 


Use of butane-propane in the 
chemical, synthetic rubber, and 
utility gas industries is of interest 
to distributors only as it affects 
the nature and availability of the 
products which they may obtain 
for resale. Synthetic rubber pro- 
duction takes a tremendous amount 
of butane—228,485,000 gallons in 
1950. (Since the Bureau of Mines 
report was written, all of the gov- 
ernment-owned synthetic rubber 
plants which were idle have been 
put back in production, increasing 
the butane requirements for this 
purpose by approximately 50%.) 

Other chemical industries divide 
their requirements about equally 





Increased engine fuel use, particularly for farm tractors, has been of dominant 
interest in 1951-1952. 
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TABLE 2 
Rural Rural 

Total Farm Non-Farm Urban 

COOKING 3,254,000 926,000 1,359,000 969,000 
% of total 7.8% 16.0% 16.2% 3.5% 
CENTRAL HEATING 195,000 44,000 72,000 79,000 
% of total 9% 4.5% 2.7% 5% 
NON-CENTRAL HEATING 676,000 250,000 340,000 87,000 
% of total 3.4% 5.38% 6.2% 9% 








between propane and butane-pro- 
pane mixtures, for a total of 612,- 
468,000 gallons. 

Liquefied gases purchased by 
utilities for enriching manufac- 
tured gas and for direct distribu- 
tion through mains showed only a 
slight gain during the year, reach- 
ing a total of 251,964,000 gallons. 
This is principally propane. The use 
of butane for this purpose has been 
declining rapidly for several years. 

In connection with the above fig- 
ures, which represent the present 
“performance” of the _ industry 
from a sales standpoint, it will be 
interesting to consider certain fig- 
ures recently released which may 
be considered to indicate the ‘“‘po- 
tential” for further gains by the 
industry. 

The preliminary report of the 
1950 Census of Housing (Table 2) 
indicates the figures covering occu- 
pied dwelling units using LP-Gas 
for cooking and heating, classified 
by location of residence. The per- 
centages given show the portion of 
homes comprising that particular 
group in which LPG is now used. 

The prime market for LP-Gas 
sales is in the farm and rural non- 
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farm homes. According to the 
above survey, there are several 
times as many of these homes yet 
to be supplied as now enjoy the ad- 
vantages of butane-propane cook- 
ing and heating. 

While no figures on water heat- 
ers were available in the above sur- 
vey, figures supplied by the Gas 
Appliance Manufacturers Assn. in- 
dicate that the ratio of water 
heater installations to domestic 
gas range sales is improving stead- 
ily. They quote the following fig- 
ures for the past two years cover- 
ing sales of LP-Gas units: 


1949 1950 
Domestic 
Ranges 499,000 635,000 
Automatic ; 
Domestic 


Water Heaters 183,000 310,000 


A comparison of the Bureau of 
Mines figures on internal combus- 
tion engine fuel with the tractor 
surveys published in the June 
BUTANE-PROPANE News _ indicates 
that there is still a great potential 
for gain in this field. In no state 
do the figures show that as many 
as 10% of the available tractors 
have been converted. 


BUTANE-PROPANE News 








0 


10 


1 of 
DUs- 
ctor 
une 
ates 
tial 
tate 
any 
tors 


ews 





Sell the. 


Salesman 


TO 


Sell the 


Customer 


By K..H. DICKSON 


Vice President and General Manager, Uregas 


Service, Inc., Moberly, Mo. 


common error of distributors and 

factory representatives is to 
talk only to the store owner 
or manager. In 
following such a 
course, many fine 
sales features are 
never passed on 
to the salesmen 
and even though 
the merchandise 
is put on the 
dealer’s floor it 
may not _ turn 
over as rapidly 
as it should for 
the buyer’s time 
may be occupied 
in other problems 
in regular store operations, and the 
sales personnel has not been informed 
of the sales features. 

It has been the belief of the Uregas 
companies that everyone in every 
store should know as many sales 
features as possible about the items 
that Uregas distributes. Many sales 
are created by the service and in- 
Sstallation man; many leads can be 
obtained from bookkeepers and other 
personnel not generally connected 
with sales. The main thing is to have 
the entire store personnel selling your 
lines, not those of someone else. 

In making plans for the 1951 sales 
program, Uregas thought along the 





KEN DICKSON 
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same lines as most companies, believ- 
ing that their main job in the first 
six months of 1951 was to obtain 
merchandise. In past years Uregas 
has always conducted a series of 
cooking schools. In 1949 there were 
a series of 37 schools, and in 1950 
72 schools. This year there were none 
planned. However, in March it be- 
came apparent there was going to be 
plenty of merchandise; at least for 
the immediate future, and there was 
an indication that dealers were going 
to have to WORK for sales. 

We attempted to make arrange- 
ments for a home economist to con- 
duct a series of cooking schools, but 
on such short notice, we could not 
obtain the services of a qualified per- 
son. However, in our search we did 
make contact with Decatur D. White, 
nationally recognized authority on gas 
cookery, and we contracted for his 
services for a period of six weeks, 
starting in September. This, of course, 
could not solve our immediate prob- 
lem. 

We discussed our problem with our 
manufacturers. The Hardwick Stove 
Co. indicated they were going to re- 
lease a new deluxe line of ranges. The 
Tappan Stove Co. expressed the de- 


" sire to cooperate, but we had to in- 


troduce the merchandise. The new line 
of -Hardwicks had many fine sales 
features. Pin-point ignition for top 





burners; the Harper-Wyman ‘system 
of tcp burners was incorporated in 
the new line and a new low input 
pilot was incorporated in the “Econo- 
matic” model. The “Economatic” has 
a very fine sales feature and service 
men will be greatly interested in the 
fact that when Mrs. Jones calls in on 
Saturday evening and advises that 
the oven will not light, that the oven 
can be changed over from. automatic 
ignition to manual ignition by a single 
twist of the wrist, saving that 15 mile 
service call that night. 

It was the desire to bring as many 
of these features to the public’s at- 
tention as possible. Due to the fact 
that we did not have the services of 
a home economist, it was felt that a 
series of store demonstrations would 
be the most practical method of reach- 
ing both the store personnel and the 
public. We, therefore, made arrange- 
ments for a complete store demonstra- 
tion and advertising mats were pro- 
vided announcing the new models. 
Both Hardwick and Tappan gas 
ranges were installed on dealer’s floors 
so that live demonstrations could be 
made. Cookies were baked; coffee was 
served, and “Uregas” territory rep- 
resentatives spent the entire day in 











the dealer’s store pointing out the 
sales features of both types of ranges. 

Arrangements were made with Ha- 
waiian Flower Growers, Inc., and 
orchids were provided the dealers at 
a cost of approximately 18 cents each 
and dealers ordered from 100 to 300 
orchids. Homemakers were invited to 
the store for the demonstration and 
after witnessing it were presented 
with an orchid, and were advised that 
anyone purchasing a full-size gas 
range the week of the demonstration 
would receive at no additional charge 
a $46.50 food fixer. 

Needless to say, a territory repre- 
sentative spending a full day in the 
dealer’s store talking to several hun- 
dred women, had to have help. The 
store owner, manager, sales personnel, 
bookkeepers and_service-installation 
men all had to talk about Hardwick, 
Tappan, and Uregas. In most cases 
the territory representative spent an 
additional one to three days in follow- 
ing up sales prospects. The results 
of some store demonstrations have 
meant 15 to 20 gas range sales; others, 
one or two, but the most gratifying 
part of this work is the fact that even 
in stores where there have not been 
tco many sales during the week of the 
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demonstration, sales have increased 
in the following weeks. 

Yes, it is work, but it takes work 
to make sales, and Uregas territory 
representatives, eight in number, are 
conducting from 12 to 16 of these 
demonstrations every week in a ter- 
ritory of 79 counties in Missouri and 
Illinois. 

In 1949, we sold 4000 gas ranges. 

In 1950, we sold over 6000 gas 
ranges. 

Business increased 47% in the first 
five months in 1951! 

It certainly seems that informing 
_ our personnel regarding the appliances 
' we sell is paying dividends for when 
our employes are well informed they 
' are in the best position to sell the 
' public, either through demonstration 
' or by direct contact. 


even 
been 
f the 















| 4-Week Courses To Be Offered 
_ By North Carolina State 


Realizing the need for trained per- 
' sonnel in the gas industry, North 
Carolina State College, Raleigh, will 
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Office building and filling plant of Uregas Service, Inc., at Moberly, Mo. 





inaugurate Jan. 1, 1952, a series of 
eight 4-week courses to be held dur- 
ing each calendar year. 

Establishment of the school . fol- 
lowed the request of gas industry 
leaders, both LP-Gas and natural 
(which will be introduced into the 
state shortly), according to J. H. 
Lampe, dean of the college’s school 
of engineering, and Edward W. Rug- 
eles, head of the extension division. 
Prof Frank Seely of the chemical 
engineering department will be di- 
rector of the course and a member 
of the advisory committee. 

Other members of the committee 
include M. L. Bailey, president of the 
North Carolina LP-Gas Assn. and of 
the General Automatic Gas Co., 
Granite Quarry; W. S. Lander, presi- 
dent, Rulane Gas Co., Charlotte; J. 
D. Barnes, president, Piedmont Gas 
Co.; C. A. Childress, Sungas Service, 
Raleigh; Lee E. Hurst, president, 
Piedmont Natural Gas Co., Charlotte; 
B. F. Zeigler, vice president, Public 


“Service Co. of North Carolina, Gas- 


tonia; E. W. Ruggles and E. M. 
Schoenborn, both of North Carolina 
State. 








If the Customer Isn't Satisfied, 


The Deal Is Not Complete, Says Dealer 


By ERNEST W. FAIR 


HERE’S nothing sells either gas 

or appliances better than a posi- 
tive guarantee of satisfaction about 
which the purchaser can never have 
a doubt. This means satisfaction not 
only in the quality of the materials 
in the equipment or appliance being 
sold but satisfaction in their actual 
use. 

That’s how two young men who 
established a butane and appliance 
business at Claremore, Okla., in Janu- 
ary of 1950 have built it into a suc- 
cessful enterprise. Last year they 
paid 1.5% of all the sales tax paid 
in from their county to the state and 
that includes collections by depart- 
ment and variety stores. It’s a good 
measure of success. 

They are Victor Fry, 24, and his 
brother, William, 26, who operate 
Fry’s Butane and Appliance Co. in 
Claremore. The firm handles butane, 
propane, fuel tanks, stoves, refriger- 
ators, water heaters and other ap- 
pliances. They operate two tank 
trucks (a 1400-gal. and a 1392-gal.) 
and have an attractive retail store in 
the downtown district. 

A number of good selling ideas have 
contributed to the success of this 
young firm but its theory of customer 
satisfaction has built them more 
business than any other. As explained 
above this guarantee of satisfaction 
goes beyond the equipment, itself. 

““We’ve made it a point to do a lot 
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mother of 
Claremore, 
running 


Mrs. Maggie Fry, the Fry 
brothers, who operate in 
Okla., keeps a busy office 


smoothly. 


of studying on heating problems, for 
example,” Victor explains, “because 
when we make a recommendation to 
a customer we also guarantee satis- 
faction with the job an appliance will 
do; not just that it is a good appli- 
ance. 

“We feel a dealer’s service should 
extend to making certain the custo- 
mer is getting the right equipment 
or appliance for his or her particular 
home and need. Being able to in- 
telligently tell a customer exactly 
what he will need and why is just 
as important as selling the actual 
equipment itself. 

“We feel we’ve gotten along all 
right and that the biggest reason has 
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been that so many of our customers 
have come to us on recommendation 
of their friends.” 

Another big selling point used has 
been in carefully explaining how the 
fuel can be used safely. 

“We point out the hazards that 
exist (as they do in the use of all 
fuels) and show customers how to use 
the fuel intelligently. We have made 
a number of sales others gave up 
by attention to this factor. We make 
up all fittings out in the open on 
pipes where, if leaks should occur, 
they could be corrected easily. We 
never have a connection or fitting 
inside a wall and wherever at all 
possible see that they are all made 
outside of the building. This, of 
course, can’t be done 100% but a 
dealer can come pretty close.” 

In appliance selling they found it 
does not pay to attempt to get by 
without recognized brands. Victor 
points out that if a brand of appli- 
ance does not have and has not had 
advertising support in one’s area, the 
task of selling it is so much greater 
that the dealer starts out “behind 
the eight ball.” 


Believers in Complete Line 


They also believe the dealer should 
carry a complete line of appliances 
or none at all. They lost sales in their 
early days on single appliances be- 
cause they did not have a complete 
line and the customer wanted to make 
an entire group purchase at one place. 
This is particularly important, they 
believe, where a dealer is working 
hard at selling initial installations 
and has the opportunity to sell every- 
thing the home owner will need. 

It’s also important to have a price 
tag on everything on the floor, they 
have found, for prospects dislike 
having to ask prices on merchandise 
and always suspect a verbally quoted 
price as fluctuating from one person 
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Home-made trailer with conventional hoist 


for handling consumer tanks can be 
hooked on the truck or passenger car. 


to another. Free installations are part 
and parcel of their appliance selling 
and they always make it a point to 
stay around long enough to help the 
person in the initjal use of an appli- 
ance purchased from their store. 

There’s another important little 
thing on such occasions, Victor be- 
lieves, and that is if there is anything 
nice about the customer’s home the 
dealer or salesman should be sure to 
mention it. 

They have 2500 names on their 
prospect list. Postcards with special 
messages are sent to the list every 
second month. The cards are chiefly 
informative, tell what new merchan- 
dise and appliances are available, give 
prices. Such cards are always of in- 
terest to farmers who, it has been 
learned, will keep them when they 


offer specific information and prices, 


even though they will throw away 
generalized advertising. 

Spot announcements over local 
radio stations have pulled good busi- 
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ness for Fry’s. They put them on 
every other hour, six days a week, 
tying in with manufacturers whose 
appliances they handle. Results are 
much better through such frequent 
scheduling than at scattered periods. 

Trade-ins taken on appliances and 
systems are never rebuilt or repaired 
as Fry’s have found it seldom worth 
the cost and time. Instead they are 
either disposed of immediately “as 
is” or taken to some local public sale 
and sold at auction. “A dealer can’t 
come out on rebuilding,” Victor de- 
clares. 


Going After Conversions 


Fry’s have 25 truck engine con- 
version installations out and are be- 
ginning to make plans for pushing 
this branch of the business. Their 
first step will be construction of a 
butane filling station for trucks and 
cars on the highway at Claremore. 
They have found the best way to sell 
truck conversions is to take along 
the records they keep on their own 
truck operations. Showing prospects 
the firm’s own books is much more 
impressive than a testimonial or pre- 
pared statement. 

A small trailer hoist Fry’s con- 
structed has been of great value to 
them in handling tanks. It cost $200. 
A conventional swing-around hoist 
has been mounted on the flat two- 
wheel trailer. The tank can be picked 
up from any spot and dropped else- 
where with ease. Being small, the unit 
can be maneuvered easily into any 
area. It also permits carrying one 
tank on the regular truck and a sec- 
ond on this trailer unit. Another ad- 
vantage is that in cases where the 
two trucks are busy it can be hooked 
onto a passenger car for delivery. 

They’ve also worked out a money 
saver in repainting their trucks. The 
costliest part of repainting a truck, 
Victor explains, is in having signs 
thereon re-lettered and painted. They 
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do away with this by putting Scotch 
tape over the lettering, painting the 
tank and then removing the tape. 
Lettering jobs generally outlast truck 
painting three to four times, Victor 
says. 

Fry’s have also found it to distinct 
advantage to make complete the card 
file system they keep on customer 
installations. For example, in addition 
to conventional information on name, 
address, size, type of installation, etc., 
they also list dates of last fuel pur- 
chase, the quantity, what units and 
appliances are being used and, most 
important to them, the amount of 
fuel in the tank at the last filling. 

“Having these facts, and knowing 
your customer, can give you a mighty 
accurate picture of the exact condi- 
tion of the user’s needs at almost any 
time,” Victor explains. 


Company Begins Operations 
In Wausau, Wis. 


The Wisconsin LP-Gas Co. recently 
began operations from its 32,000-gal. 
storage plant and offices in Wausau, 
Wis., according to Erwin C. Brandt, 
president of the new firm. 

Other officers of the company are 
W. R. Christopherson, vice president, 
Charles Russell, secretary, and Ray 
McNamar, treasurer and manager. 

All officers have had long experi- 
ence in the LPG industry. Mr. Brandt, 
of Cedar Falls, Iowa, is vice president 
of the Wisconsin Bottled Gas Co., 
Medford, Wis. and is the Midwest 
representative of Vulcan-Hart Manu- 
facturing Co. and the Ohio Foundry 
& Manufacturing Co. 

Mr. Christopherson is president of 
the Spencer Bottle Gas Co., Spencer, 
Iowa; Mr. Russell is president of the 
Rapid Thermogas Co., Des Moines; 
and Mr. McNamar has been associ- 


4, ated with the Wisconsin Bottled Gas 


ico. 
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public demand, for any kind 
of gas that can be used suc- 
cessfully and competitively as oth- 
er heating fuels, is the basis of 
this discussion of the problems of 
gas space heating. 

It will be limited to the use of 
equipment designed for propane or 
butane gases and the related prob- 
lems created after installation. 
These problems usually center 
around six factors that must be 
considered when making a gas 
heating installation. These are: 


T HE rapid growth, created by 


1. Types of space heating equip- 
ment available best suited for suc- 
cessful heating with propane or 
butane gases. 


2. Types and capacities of gas 
storage systems that can be used 
successfully for heating purposes the 
year round. 


8. Types and construction of build- 
ings that can be heated successfully 
the year round. 


4. A simple method for estimating 
heat losses in structures built to 
meet the standards we have set for 
gas heating. 


5. Installation and venting of 
equipment. Adherance to all safety 
rules established by local and na- 
tional authorities. 


6. Gas demand and cost of opera- 
tion of gas heating appliances. 


Step 1. Types of Gas Space ;Heaters 


The types of space heaters that 
are commonly used in propane or 
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Six Problems in Space Heating 


By ALFRED R. JOHNSON 


Dorchester, Mass. 


butane gas heating are the floor 
furnace; built-in wall heater; cab- 
inet type heater—-both radiant and 
non-radiant; gas steam radiators; 
suspended type forced air units; 
kitchen range heaters; fireplace 
gas logs, and a limited use of cen- 
tral type heating, with its close 
relative, radiant heating in floors 
or ceilings. 

I consider the use of these last 
two methods of heating in the 
luxury class as yet. The rest of 
this wide variety of equipment 
permits a wide selection of build- 
ings that can be heated success- 
fully with LP-Gas in competition 
with other fuels. The installation 
of these units requires the use of 
one or more in the space to be 
heated, and because of this, is 
often referred to as zone type heat- 
ing. The need to use more than one 
heater is based on the fact that 
a free circulation of air unhamper- 
ed by blank walls or dead end 
rooms is required in order to get 
the best heating results from the 
equipment. 

In my opinion, all such heating 
equipment should be thermostatic- 


‘ally controlled. When manually 


operated, gas is wasted, with the 
resulting complaint of high gas 
bills. The gas fired units listed as 
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Heating engineers are not made 
from listening to one lecture on 
space heating problems, said Al- 
fred R. Johnson in a talk to the 
registrants at the recent LPG 
service school held at the Uni- 
versity of Bridgeport in Bridge- 
port, Conn. But the experiences 
of field men in meeting problems 
most frequently arising in the in- 
stallation and servicing of equip- 
ment can be made valuable addi- 
tions to data books. 

Mr. Johnson has found that 
sometimes the generally accepted 
theories are not practical so deal- 
ers are urged to imbibe all the 
information they can and then 
use good judgment. 

Accurately estimating heat loss- 
es is always a vital need, and 
methods are described in the ac- 
companying paper. 

While this paper was slanted 
to problems occurring in North- 
eastern states, it will be of gen- 
eral interest.—Editor 





being most satisfactory to our 
type of operation, do not exceed 
a gas heat input of 85,000 Btu’s 
per hour. This seems to be the 
maximum limit in Btu’s of gas 
heat equipment that we can oper- 
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ate successfully and efficiently with 
the present field storage equipment 
now commonly used in the North- 
eastern area of this country. 


Step 2. Types and Capacities of Gas 
Storage Systems 


We are able to heat with the gas 
fired equipment just mentioned, 
using 100-lb. cylinders or storage 
tanks of from 100 to 500 gallons 
capacity during the coldest season 
of the year. All gas men need to 
understand the vaporization of 
propane and butane, under ll 
climatic conditions. It is more 
complicated than many who now 
handle LP-Gas realize. The effi- 
cient operation of all kinds of gas 
fired units, as well as heating units 
depends on an adequate supply of 
gas at the proper pressure. The 
size pipe or tubing, and the length 
of allowable runs required to serve 
all equipment on the job is of 
utmost importance. 

A lack of experience in un- 
derstanding vaporizing efficiency 
means inefficiency in the operation 
of the gas equipment, excess gas 
cost to the consumer, and above 
all, when and how to add or re- 
move 100-lb. cylinders from the 
job. Too many 100-lb. cylinders on 
the job means money wasted from 
an investment angle. Keep in your 
working tool kit a service gas 
manual, which will give the infor- 
mation on how to provide storage 
and install the equipment cor- 
rectly. 


Step 3. Types and _ Construction 
Standards of Buildings 


We are able to heat during the 
coldest season of the year homes 
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of four and five rooms; small 
stores; meeting halls and churches, 
or any building similar in design 
and size, no matter for what pur- 
pose it may be used with the equip- 
ment listed. The largest user of 
gas heating equipment is the home. 
The standard of construction and 
insulation that applies to this type 
of building is to be applied to any 
other structure that has just been 
mentioned. The minimum stand- 
ards for such buildings should be: 


(1) Tight sills and foundations. 


(2) Lath and plaster inside or its 
equivalent. 

(3) Insulated overhead. 

(4) Storm sash on all windows, es- 
pecialiy those on the north side 
of the building. 

(5) Drapes over picture windows 
which should be drawn after 
the sun goes down. 

The ceilings should be flat in de- 
sign. The open pitched roof, com- 
mon to churches and summer 
camps, should be avoided. The heat 
will rise into the peak or ridge and 
pocket. It is almost impossible to 
get it to return to floor level, even 
with forced circulation. These 
standards are general enough to 
give efficient results so that major 
building operations need not be 
entered into before the customer 
can be considered for gas heating 
service. 

Step 4. Estimating Heat Losses 

All of the gas space heating 
equipment that I have recommend- 
ed, as suitabie for our use, delivers 
heat directly from the equipment 
into the space to be heated. The 
only exception to this is the floor 
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radiant or central type of heating 
systems. Gas space heaters, with 
the exception of the last two just 
mentioned, require air currents, or 
a free flow of air throughout the 
structure, to transfer heat from 
the unit to all parts of the spaces 
to be heated. This does not mean 
that just placing a unit in the 
center of the room will suffice. The 
divided-up building, like the home, 
must have sufficient doorways and 
open wall areas to allow a free flow 
of air to all parts of the structure. 

When such an arrangement is 
impossible, then it is necessary to 
use two or more smaller heat units 
to take care of individual, isolated 
rooms. A drop in gas consumption 
of as much as 25% has been noted 
when buildings have been so 
divided in order to heat with more 
than one unit. 

When selecting a location for a 
heater, always try to place it near 
the north side of a room. The 
reason is that air generally tends 
to circulate from north to south. 
It is a law of nature over which 
we have no control, where circu- 
lating air is used to transfer heat 
in a room. 


Should Read Directions Carefully 


I cannot stress too strongly the 
need for all installation men to 
read the directions for installing 
that are sent with all heaters. 
Take 15 or 20 minutes’ time to 
read them over before you start 
work. It may save timé on the in- 


-stallation and a lot of expensive 


service calls later on. All heaters 
have a maximum’ designed heat 
output which must be known when 
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making a selection of the proper 
size unit to fit the job. 

A point to remember is that the 
flow of air through a heating unit 
is increased when the heater is 
operating and slows down as it 
cools off. This makes it necessary 
to have a heater of the right ca- 
pacity to provide the best opera- 
tion in the space to be heated. A 
heater too large can cause stratifi- 
cation and cold floors. A heater 
too small can cause excess gas 
bills. 

I recommend that after you have 
decided that the structure to be 
heated meets the minimum stand- 
ards of construction, to avoid ex- 
cess heat leakages, that you pro- 
ceed to estimate your heat loss on 
a basis which I have used, and 
which follows: 

Take the gross cubic feet of the 
first floor space to be heated and 
multiply it by 8, 8.5 or 9 Btu’s per 
cubic foot of such space to be 
heated. The selection of the co- 
efficient depends on the degree day 
area in which you are located. 
These coefficients were arrived at 
after a careful study of over a 
thousand heating jobs as to their 
actual behavior in operation and 
gas demand. 


Step 5. Installation of Equipment and 
Safety Rules 


Safety rules for the installation 


of LP-Gas equipment are covered 
in Pamphlet 58 of the National 
Board of Fire Underwriters. Any 
dealer or installation man who 
pleads ignorance of what they con- 
tain for safety requirements has 
no place in the gas _ business.* 
Therefore, I urge each and every 
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one of you to study these rules 
carefully and take them to heart. 

The greatest abuse of the rules 
that I have found is in the in- 
stallation of heating equipment of 
the unvented type in sleeping 
quarters and bath rooms. The 
greatest violations have been, and 
are still occurring, in roadside 
cabins or motels. When using an 
unvented heater in an area where 
people sit and relax, a good rule 
to follow is that its capacity shall 
be based on supplying heat on the 
ratio of 16 Btu’s of heater input 
to 1 cubic foot of room space to be 
so heated. A 1000 cubic foot room 
means 16,000 Btu’s of heater in- 
put. 

When heaters are to be vented, 
venting instructions must be car- 
ried out. The size and runs of 
vents must be correctly run and 
angled. Do NOT leave the finishing 
of the venting of the appliance to 
the customer. This is your job. 


Step 6. Gas Demand of Appliance 


The maximum amount of gas 
a fixture will use is determined by 
taking its total Btu input and 
dividing it by the heating value 
of the gas in Btu’s per cu. ft, 
pound or gallon depending on the 
unit of measurement which is 
used. These values are needed to 
determine the total demand on the 
storage systems when all appli- 
ances are in operation at the same 





*Another vital safety reference is 
the LPGA’s book of recommenda- 
tions for piping and appliance in- 
stallations in buildings.—Editor. 


BUTANE-PROPANE News 





all 


ut 


yas 


and 
lue 
ft., 
the 

is 


the 
pli- 
me 





time. The length and size of pipe 
needed to operate the equipment; 
the size of gas storage required to 
keep a customer adequately supplied 
between deliveries are dependent 
on this information. You must see 
that your tool kit is equipped with 
a gas service manual. 

A little figuring and planning 
ahead will save many needless 
service calls at a later date. It is 
safe to follow these figures when 
talking to customers about actual 
yearly demand for the _ service 
rendered : 


(1) Cooking 12 months a year— 
300 lbs. 


(2) 30 gallon hot water heater— 
700 to 900 Ibs. per year. 


(3) Gas refrigeration—700 to 900 
Ibs. per year. 


(4) Homes of 4 to 5 rooms—2000 
to 3000 lbs. per heating season 
of 9 months. (December, Janu- 
ary and February represent 
one-half of nine-month heating 
loss.) 


When a kitchen heating stove is 
used, I find that it makes up about 
25% of the total heating load of 
the home. It might interest you to 
know that it costs about $100 per 
year to run a kitchen stove in New 
England with oil. Most of this fuel 
is used for heating only and very 
little for cooking. Add to this the 
price of 4 tons of hard coal at $25 
a ton to determine a yearly heat- 
ing bill of from $180 to $200 in 
the New England states. If a care- 
ful study of fuel costs is made in 
the area in which you are located, 
similar to what I have described, 
you will find that gas heating can 
be done successfully. 
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Canadian Company Plans Big 
Advertising Program 


The use of LP-Gas for internal 
combustion engines is spreading 
rapidly in Canada. To take advantage 
of this demand, Stewart Petroleums, 
Ltd., has established a complete pro- 
pane service, in addition to its gaso- 
line and oil services, in Alberta. This 
firm has been the wholesale distribu- 
tor for the Union Oil Co of California 
since last April. 

As part of the company’s plan for 
publicizing its distribution of LPG, 
a widespread advertising program 
has been mapped out for them by R. 
M. Pritchard Advertising, of Calgary. 
This will include newspaper, radio, 
and direct mail. 








Joplin Butane Co., Joplin, Mo., recently 

. installed these four storage tanks to elimi- 

nate possibilities of winter fuel short- 

ages. The tanks, holding a total of 120,- 

000’ gals. of fuel, are located one mile 
north of company headquarters. 
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Showing Farmer Dollar Profits 


Makes Selling Easy For Dealer 


HE LP-Gas fired stock tank 

| heater is receiving consider- 
able attention from the farmer 

on the strength of studies which 
indicate that it delivers pronounced 
increases in farm profits and cuts 
costs. Most important, it presents 
the rural dealer with an unexploited 
market which may be the key to 


7™~ 


he 


continued sales where he previously 
has been unable to get a foothold. 

It has been a matter of common 
knowledge that. livestock sharply 
curtail their drinking when water 
reaches freezing temperatures. It 
also has been known that this habit 
has a direct effect on milk produc- 
tion and livestock weight. 





Neither snow nor freezing temperature can deny stock warm water to drink when 
farmers install stock tank heaters like this one. 
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But it remained an inexact sub- 
ject until the University of Idaho 
conducted extensive tests. Suddenly 
the farmer became ‘aware of the 
fact that he was losing money in 
direct ratio to his herd’s slowing 
gains in weight and yield of milk. 

Figures were specific. Stock 
drink as much as 12 gallons of wa- 
ter per day under normal condi- 
tions. When water reaches, or drops 
below, the freezing point, animals 
consume just enough to stay alive— 
as little as 214 gallons per day. 
But if the water is heated to 48° 
F, cattle continue to consume their 
average volume of water. When 
livestock had access to water heated 
to 48° F they gained 10% more 
weight than livestock that took wa- 
ter at freezing temperatures. Sur- 
prisingly, the feed bill was approx- 
imately 10% less when warm water 
was provided. Dairy herds produced 
from 5% to 10% more milk. 


Shies at Losing Money 


This proved to be a clincher for 
the farmer. He will rise before 
dawn and labor long after the sun 
sets. He will view the luxuries and 
even the labor-saving devices of 
life with great reserve. But let 
someone prove in black and white 
that he is unnecessarily losing 
money and he is willing to talk 
business. 

Ingenious livestock operators de- 
vised tank heaters that burned 
cheap fuels—from firewood to corn- 
cobs. Unfortunately they didn’t 
burn long enough. Ice still had to 
be chopped in the morning. 'They 
required laborious firing, fueling 
and banking. Ashes had to be 
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Advantages of LPG for 
Stock Tank Heating 


. Increases stock weight. 

. Increases milk production. 

. Eliminates ice chopping. 
Minimizes tank cleaning. 

. Eliminates oil film, ashes. 

. Provides automatic control. 
. Maintains even temperature. 
. Checks fire hazard. 

. Eliminates worry, inspections. 
. Eliminates hand firing. 

. Cattle drink more, eat less. 


a 
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cleaned out of the combustion 
chamber and_ were _ inevitably 
spilled in the drinking water. 
Sparks created a serious fire hazard. 

Electrical heating units were de- 
veloped. They had to be located 
near power supply, often an impos- 
sibility, and they were subject to 
interruptions in service. They could 
keep only a part of the tank de-iced 
in order to operate economically. 
And there was always the danger 
of electrocution. 

Coal and oil units had their try 
at the problem. They left oil films 
or soot on the water that cattle 
avoided and it was difficult, if not 
impossible, to control temperatures. 
Fuel supply was a laborious and un- 
pleasant job. 

But the surface of a vast new 
market had been scratched just 
enough to interest dairy and live- 
stock operators. The owner of a 
stock tank heater fired by one of 
the competitive fuels, means that 
the rancher is aware of the value 
of heating stock water and is prob- 


65 








ably willing to consider one of the 
superior models fueled by LP-Gas. 

There are several stock tank 
heaters specifically designed for 
LP-Gas now on the market. An il- 
lustration of one of these, the John- 
son Gas Appliance Co.’s automatic 
model, appears with this article. 

The Johnson firm, which spent 
five years in research and design of 
the unit, has compiled significant 
material on stock tank water heat- 
ing as the result of its experience 
in the practical field. 

Harry Gieger, Amana farm man- 
ager, cites the results of tests con- 
ducted by the Amana Society, 
which operates more than 27,000 
acres of farm land in central Iowa, 








Johnson water warmer for manual opera- 
tion when automatic and safety controls 
are not desired. Equipped with two 
Bunsen burners, one with 5000 Btu ca- 
pacity and the other with 10,000 Btu 
capacity. Designed so that automatic 
and safety controls can be added later 
if desired. 
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in a letter to Harry G. O’Donnell 
president of Johnson Gas. 

“Our experience with your ‘Wa. 
ter Warmer’ was wonderful. Last 
winter, warm drinking water was 
available at 48° F to 300 head of 
steers weaned and put in feeding 
lots about Oct. 1. 


Big Weight Increase 


“The average weight at that time 
was about 300 pounds. The cattle 
were started on corn and protein 
about Nov. 1. Sold about March 30, 
the average weight of the cattle 
was about 630 pounds per head, an 
average gain of about 330 pounds 
in 150 days! That’s a gain of 22 
pounds per day. 

“Late or small calves pay off 
when warm water is available at 
the time they are weaned. Previ- 
ously, when water was either too 
hot or too cold, cattle would scour 
on full feed. This consisted of about 
10 pounds of corn cob meal and 2 
to 214 pounds of protein feed at 
7 a.m., then again at 4 p.m. each 
day. 

“This season, with 48° water 
available, full feed was offered but 
reduced to about half the above 
corn and protein ration. 

“Your ‘Water Warmer’ has been 
a time saver. In the morning we 
checked to see that the water level 
and the float were all right, and oc- 
casionally checked the automatic 
regulator. When it was necessary 
to have more gas we would call 
the serviceman who would change 
bottles. 

“In past years, a coal burner was 
used which had to be watched all 
day and could not be depended on 












BUTANE-PROPANE News 





thro 
coul 
and 

wate 
tinu 


pour 
wart 
Nov 
Sami 
550 

tank 
tial 


catt 
pow 
was 
gait 
heat 
10% 


































_ time 
cattle 
otein 
h 30, 
cattle 
id, an 
ounds 
yf 22 


y off 
le at 
Previ- 
r too 
scour 
about 
and 2 
ed at 
- each 


water 
1d but 
above 


; been 
ig we 
* level 
nd oc: 
ymatic 
agsary 
d call 
hange 


ay was 
ed all 
led on 





E News 





Heater showing automatic controls. 


through the night. The coal burner 
couldn’t keep an even temperature 
and we also had trouble keeping the 
water clean. Ashes got into it con- 
tinually.” 

The society reported that 400 
pounds of LP-Gas was used to 
warm an average size tank between 
Nov. 15 and April 15. During the 
same period, a large tank consumed 
550 pounds and a giant concrete 
tank used 1000 pounds—substan- 
tial loads. 

The normal weight gain for 25 
cattle fed unheated water is 5800 
pounds, according to researchers. It 
was found that an added weight 
gain with LP-Gas fired stock ‘tank 
heaters was roughly 580 pounds, a 
10% increase. 
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Based on an average value of 21 
cents per pound, the 25 cattle 
brought $121.80 more than their 
“cold-water” brothers. Savings in 
feed were quoted at $76.55, repre- 
senting a total advantage of $198.35 
for the 25 head. 

Project those figures and it be- 
comes apparent that 100 head 
would bring $793.40 more than 
cold-water cattle and 200 would 
bring $1586.80 more. 

Reasons for the substantial in- 
creases are basic. Beef and milk 
are largely composed of water. 
Maintain an average consumption 
of water and growth and milk pro- 
duction are continued at highest 
levels. 

Reduced feed requirements are 
brought about by two factors: (1) 
Normal water consumption means 
normal digestive efficiency; food is 
more easily converted into heat and 
energy. (2) Less heat (thus less 
feed) is required to bring extremely 
cold water up to body temperatures 
than is required when water is pre- 
heated to 48° F. 


Profitable for Small Herds, Too 


LP-Gas fuel costs are negligible 
and substantial profits assured. 
Large livestock operations realize a 
greater volume of profit, yet stock 
tank heating for small herds is well 
worth the investment. It is a tre- 
mendous labor saver for the farmer. 

Since the first animal was domes- 
ticated thousands of years ago, man 
has been plagued with the problem 
of. keeping drinking water free 
from ice. He made, and still makes, 
several trips to the water tank 
every day on an ice chopping expe- 
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The old style water tub offered a difficult problem to stock and farmer, alike. 


dition. That often means walking 
as much as a mile to feeding lots, 
in storm and gale. 

If he is one who owns a wood, 
coal or oil heater, it still means he 
must make several trips each day to 
see that the unit is operating. He 
must periodically remove ashes or 
oil carbon from the mechanism. He 
can’t even be sure that it will last 
throughout the night. Many who 
now use LP-Gas admit that with 
their other heaters they were work- 
ing harder than they had in their 
ice chopping days. 

When the farmer buys an LP- 
Gas system his troubles are over. 
When the first frigid weather 
comes in the fall he merely lights 
the burner and makes the proper 
temperature control adjustment. 
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The unit operates continuously 


throughout the winter and is finally} 


turned off in the spring. 

Most ranchers, unused to the 
brand of unfailing, automatic serv- 
ice provided with gas, make unnec- 
essarily frequent checks at first. As 
its complete dependability becomes 
apparent, they follow a leisurely 
schedule. Johnson Gas reports that 
most of their customers check for 
proper operation but once a day. 
Some prefer manual contro! to the 
automatic thermostat, a matter of 
individual choice and the specific 
requirements of the job. 

General specifications for stock 
tank heating require that the water 
be held at an even temperature 
The heater should be capable 0 
holding that temperature under e 
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tremely rigorous weather condi- 
tions with the thermometer as low 
as 20° below zero. It should be as 
draft proof as possible and guarded 
from contact with cattle. Fuel sup- 
ply bottles or tanks and pipes 
should also be protected and of 
large enough capacity to provide 
long, uninterrupted service without 
freeze-ups. 

The heater must be highly effi- 
cient, transferring the maximum 
amount of generated heat to the 
water before the products of com- 
bustion are released into the air. 
Many operators elect to build stock 
tank covers for use at night to min- 
imize the transfer of heat from wa- 
ter to atmosphere, although such 
precautions are not mandatory. 


Recommend 48° Temperature 


The Johnson automatic heater is 
said to be capable of raising stock 
tank water to temperatures rang- 
ing from 40° to 80°, although the 
48° setting is recommended. It in- 
corporates a “heating tube” im- 
mersed in the water that is reputed 
to transfer 90% of the generated 
output to the water. The water then 
circulates within the tank and 
keeps the surface free from ice. 
The manufacturer claims that tem- 
perature variance in the tank does 
not exceed 2° at any point. 

Automatic equipment is mounted 
on the side of the tank and pro- 
tected by a strong metal cover. The 
heater vent is rugged, is rigidly 
attached, and is shielded to pre- 
vent contact with livestock. It is 
equipped with two burners, one of 
5000 Btu output and another of 
10,000 Btu output. Manual or auto- 
matic controls are optional al- 
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though the automatic unit may be 
added after installation if desired. 

The facts in stock tank heating 
are known. Thousands of LP-Gas- 
fired heaters of various makes are 
providing day-in-and-day-out serv- 
ice—and the farmer is interested. 
It is a great new market. Iowa, 
alone, has more than 200,000 farms. 
Best of all—the field has hardly 
been scratched. 


Canadian Company Plans 
To Serve 50,000 Users 


With an eye to the potentialities of 
the fast-expanding propane market, a 
group of Canadian and U.S. business- 
men have formed a private company 
—Superior Propane Ltd.—to take over 
the propane business of Imperial Oil 
Ltd. 

Marshall Rawle, New York business 
executive, represents the U.S. inter- 
ests and is the first president. Ian 
Crookston, Toronto investment dealer, 
is one of the Canadian directors. 

“We plan expanding business in the 
Ontario areas presently served by Im- 
perial to the point where we will be 
handling the requirements of 50,000 
customers or more, rather than 10,000 
as at present,” Mr. Crookston says. 

Principal market will be household, 
commercial and small industrial firms 
but directors aren’t overlooking the 
possibilities of propane as a fuel for 
aircraft, trucks and buses, tractors, 
etc. Superior plans to remain essen- 
tially a retailing body, buying its pro- 
pane requirements from Imperial Oil’s 
Sarnia plant. 

The new company has purchased 
from Imperial all the assets connected 
with the propane retailing business, 
including trucks, metal cylinders and 
bottling plants at Stratford, Carleton 
Place, Belleville and Maple. 
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CHAPTER 8 


How to Establish a Pound Gas 
Rate Equivalent to Electricity 


ET us start with facts per- 
L taining to electric rates. I 
have said that we were not 
competitive to electricity in the 
lighting and small appliance field, 
and at this time we pretty much 
have let “Reddy Kilowatt” have the 
refrigeration field to himself. This 
means that in order to be com- 
petitive we must start at that part 
of the electric rate which pertains 
to cooking and continue on with 
it through its water heating phase. 
We must meet upon some com- 
mon ground in regard to energy 
requirements. Let us accept the 
electric industry’s allocation of the 
household electric bill. As stated 
in Chapter 7, 25 kwh per month 


70 


are supposed to take care of lights 
and small appliances, 30 kwh per 
month are for refrigeration, 100 
kwh per month for cooking and 
340 kwh per month for water heat- 
ing. 

Applying this division of month- 
ly electric consumption to the 
typical rate schedule given in 
Chapter 7, we found that the 100 
kwhs per month for cooking would 
cost $2.45 and the 340 kwhs for 
water heating would cost $3.85. 
What would propane cost? 

If you are selling propane by the 
pound through pound meters, and 
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read those meters every month, 
your establishment of a competitive 
rate is a simple problem. Accepting 
an energy ratio of 4.75 in domestic 
cooking and 4.671 in water heating 
you can solve it quickly. The 100 
kwh used for cooking cost a total 
of $2.45 and the cost was computed 
as follows: 


15 kwh @ Be.............. $0.75 
85 kwh @ 2c.............. $1.70 


The number of pounds in cooking 
equivalent to 15 kwh would be 
15/4.75=3.15, so the first 3.15 lbs. 
used in any month could cost 
$0.75/3.15=23.8¢ per lb. In actual 
practice you would drop the deci- 
mals in the number of pounds, 
divide $0.75 by 3 and charge 25c 
per lb. for the first three pounds. 

The remaining 85 kwh are 
equivalent to 85/4.75=17.8 Ibs. 
Those 85 kwh would cost $1.70, so 
the 17.8 lbs. of propane could cost 
$1.70/17.8=9.55¢ per lb. Here, as 
in the previous case, you would 
drop the decimals in the number of 
pounds, divide $1.70 by 17 and 
charge 10c per lb. for the next 17 
lbs. 

The 340 kwh devoted to water 
heating would be equivalent to 
340/4.671=72.78 lbs. As these 340 
kwh would cost $3.85 as determined 
in Chapter 7, then the 72.78 lbs. of 
propane could cost $3.85/72.78= 
5.28c per lb. If you drop the deci- 
mal from the pounds you would 
divide $3.85 by 72 which would give 
you 5.3c per lb. 

Any gas used over and above 
those pounds equivalent to the 340 
kwhs used in water heating’ would 
have to meet a 1c per kwh rate, 
and as they would either be an 
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extension of the cooking and water 
heating load or devoted to space 
heating we must select a ratio 
which can be applied to them. In 
unvented space heating we can 
swap Btu for Btu with Reddy 
Kilowatt, so it could be 21,633 /3412 
=6.34 kwhs equivalent to 1 lb. of 
propane gas. 

Here, however, another factor 
enters the problem. No matter 
what the source of heat is, it is 
best to have some changing of the 
air in the room if for no other 
purpose than to make it fit for 
human habitation. One person viti- 
ates 1500 cubic feet of air per hour 
by breathing alone. Vented gas 
heaters which are properly installed 
and balanced to the heating job 
which they have to perform attain 
efficiencies of 70% or better, so if 
Reddy Kilowatt can show a space 
heating efficiency of a near-perfect 
95%, then the ratio energy would 
be 4.67 kwhs of electricity to 1 lb. 
of propane gas (21,633 x .70/3412 x 
.95), the same as in water heating. 
This means that at lc per kwh, 1 
lb. of propane would have to sell 
at 4.67c, so for gas uses in exten- 
sion of the water heating load or 
for space heating requirements we 
would now change our rate to 4.67c 
per lb. 

The composite gas rate now 
stands as follows: 


1st 3 lbs. a month, 25c per lb. 

Next 17 lbs. a month, 10c per Ib. 

Next 72 lbs. a month, 5.3c per Ib. 

All over 92 lbs. a month, 4.67c¢ per 

lb. 

As the pound-seller usually thinks 
in terms of 100-lb. cylinders, and 
is dismayed at the thought of sell- 
ing a cylinder of gas at any such 
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price as $4.67 per cylinder, I have 
converted these figures into a price 
schedule based upon the number of 
cylinders used per year. This will 
be found in Table 10, and it is 
worthy of much study and thought. 

Before we delve into how such 
a table is computed let us first 
jump to column “N”. The average 
home using gas for cooking and 
water heating uses from 800 to 
1200 lbs. of propane per year, or 
from 8 to 12 cylinders. It will be 
noted from this column that pro- 
pane can be competitive at prices 
from $7.38 down to $6.64 in the 
8 to 12 cylinder-per-year bracket. 
Propane can be sold profitably in 
these price brackets and even at 
lower prices if you operate efficient- 
ly. 

If you are a pound-seller you will 
have occasion to compute tables 
such as Table 10, and you should 
know how it is done. There are 
short-cuts in the method, but I have 
purposely taken the long way 
around in order that you might 
understand each step. First you 
will have to establish the number 
of pounds equivalent to electricity 
in each bracket of the electric rate, 
using conversion energy ratios 
which you determine are correct 
for the type of service and the kind 
of fuel that you sell. 

That is where Tables 8 and 9 
come in. You are now ready to 
compile your competitive gas tariff 
as in Table 10. Column A is the 
number of cylinders of gas sold 
per year. Column B is the number 
of pounds of propane used per 
month, which is arrived at by mul- 
tiplying the number of cylinders 
per year (column A) by 100 and 











dividing by 12. As the number of 
pounds of gas to be sold in the 
highest price bracket (in this case 
3 Ibs. at 25c) is less than the total 
number of pounds per month, this 
quantity is set down in column C. 
What is left over goes in column E 
up to 17 lbs., and the excess is car- 
ried over into column G up to 72 
Ibs., after which the excess is car- 
ried over into column I. Columns 
D, F, H and J are the equivalents 
of columns C, E, G and I in dollars 
and cents, and column K is the sum 
of these columns in dollars and 
cents, this being the cost of gas 
to the customer per month. Column 
L is the yearly gas fuel bill which 
is computed by multiplying column 
K by 12 because there are 12 
months in the year. Column M is 
a repitition of column A for con- 
venience, and the average price per 
cylinder is arrived at in column N 
by dividing column L by column M. 

It will be noted that the spread 
between the average prices per cyl- 
inder in column N is a consider- 
able amount in dollars and cents at 
the top of the column but that it 
diminishes progressively as_ the 
number of cylinders per year in- 
creases. Because the lowest electric 
rate of lec per kwh hour never be- 
comes an average rate neither does 
the price of 4.67c per pound ever 
become an average rate for pro- 
pane. 

Table 11 is a further development 
of Table 10 and in it columns A, B, 
I, J, K, L, M and N represent the 
same values as in Table 10. Column 
CEG combines the C, E and G 
columns of Table 10, and column 
DFH is the value of column CEG 
in dollars and cents, it also com- 
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bining the functions of columns D, 
F and H in Table 10. 

Table 11 is recognition of the de agp 
creasing variation in average prices & 
as quantities increase, for which 
reason jumps of 10 cylinders per Shy 
year are made from 40 through® 
150 cylinders after which the 
jumps are in quantities of 50 cyl § 
inders. Note that because the dif- 
ference in average prices per cyl- 
inder are in fractions of a cent, 
that from 400 to 450 cylinders the 
price would be the same, and that 
the quantity range at a given price 
continues to increase, for there is 
not the difference of a penny in 
the average price from 800 to 
1000 cylinders. 


Bracketing Procedure 


This brings us to the subject of 
“bracketing.” The word “bracket,” 
combined with either the word 
“price” or “quantity,” indicates the 
establishing of one price for a unit 
of gas within certain quantity 
limitations. Let us say that the 
largest customer that you might 
be called upon to serve with cyl- 
inders in your particular territory 
might need 500 cylinders per year. 
Not only would a price list be con- 
fusing that covered this entire 
range cylinder by cylinder, but it 
would be cumbersome, impossible to 
memorize and conducive to errors. 
It is customary to “bracket” prices 
for reasons which are now given. 

It doesn’t require a mathemati- 
cian to determine that the customer 
who uses but one cylinder a year 
is not a profitable one, and the one 
who uses but two cylinders per 
year is not much better. With three 
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100 
110 
120 
130 
140 
150 
200 
250 
300 
350 
400 
450 
500 
550 
600 
650 
700 
750 
800 
850 
900 
950 
1000 





Equivalent lbs. pro- 
pane gas per month 


1000 
1083.33 
1166.66 
1250 
1666.66 
2083.33 
2500 
2916.66 
3333.33 
3750 
4166.66 
4583.33 
5000 
5416.66 
5833.33 
6250 
6666.66 
7083.33 
7500 
7916.66 
8333.33 


Lbs. per month Ist 
3 price brackets 


Amount in dollars 


Ibs. @ 4.67¢ 


I 


241.33 
324.66 
408 
491.33 
574.66 
658 
741.33 
824.66 
908 
991.33 
1074.66 
1158 
1574.66 
1991.33 
2408 
2824.66 
3241.33 
3658 
4074.66 
4491.33 
4908 
5324.66 
5741.33 
6158 
6574.66 
6991.33 
7408 
7824.66 
8241.33 


Amount in dollars 


2 


11.27 
15.16 
19.05 
22.95 
26.84 
30.73 
34.62 
38.51 
42.40 
46.30 
50.18 
54.08 
73.53 
93.00 
112.45 
131.91 
151.37 
170.82 
190.28 
209.74 
229.20 
248.66 
268.12 
287.58 
307.04 
326.49 
345.95 
365.41 
384.87 


Total monthly gas 
bill in dollars 


_ 
ed 
on 
_~ 


21.43 
25.32 
29.22 
33.11 
37.00 
40.89 
44.78 
48.67 
52.57 
56.45 
60.35 
80.00 
99.27 
118.72 
138.18 
157.64 
177.09 
196.55 
216.01 
235.47 
254.93 
274.39 
293.85 
313.31 
332.76 
352.22 
371.68 
391.14 


yearly gas 


bill in dollars 


x 12 


L 


210.48 
257.16 
303.84 
350.64 
397.32 
444.00 
490.68 
537.36 
584.16 
630.84 
677.40 
724.20 
960.00 
1191.24 
1424.64 
1658.16 
1891.68 
2125.08 
2358.60 
2592.12 
2825.64 
3059.16 
3292.68 
3526.20 
3759.72 
4005.12 
4226.64 
4460.16 
4693.68 


Table 11. Establishment of a gas price per cylinder competitive to an 
electric rate of 1st 15 kwh at 5c; next 130 kwh at 2c (95 kwh in cooking, 
45 kwh in water heating), all over at 1c ratio in last bracket being 4.67 
kwh equal to 1 lb. of propane. 
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BUTANE-PROPANE News 











©eqgurvaient to e1ec. 


oQr SD 


——ewTwrroee ese ee eC Se ee SN Oo @ WO WS GI C2 GS @ GO CO 














cylinders per year the customer be- 
comes marginal, so price reductions 
in the small user class should be 
grudgingly made. There are two 
schools of thought as to how pro- 
gressively reducing prices should 
be applied to the customer. One 
group favors “flat” pricing which 
means that the number of cylinders 
which a customer may use in the 
frst year is estimated and a flat 
price is granted on this basis. 

As an example, let us refer to 
Table 10, estimating that a certain 
customer will use 10 cylinders per 
year. The “flat” pricers would im- 
mediately grant him a $6.97 rate 
per cylinder during the first year. 
This method of pricing has the ad- 
vantage of simplicity, excepting 
that if the customer should happen 
to use 13 cylinders the average 
prices should be $6.49 instead of 
$6.97, and you can rest assured 
that the customer would ask for 
a rebate of $6.97—$6.49—$.48 per 
cylinder on the first 10 cylinders, 
and other adjustments on the 11th 
and 12th cylinders. 


Dealer Might Lose 


On the other hand, if the custo- 
mer only uses 6 cylinders instead of 
the estimated 10 he should have 
paid $8.08 per cylinder instead of 
$6.97. This is a difference of $1.11 
per cylinder or $6.66 on 6 cylinders. 
In this case the dealer will lose 
revenue to which he is entitled. It 
is all very well to say that the 
customer can be billed back for the 
difference, but show me the gas 
merchandiser who has the nerve 
to do this or the housewife who will 
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meekly pay such a bill without 
raising a rumpus. 

The other school of thought be- 
lieves in the “progressive” method 
of pricing. Under the system of 
progressive pricing the customer 
goes back to a high price at the 
beginning of each year and gradu- 
ally works down into a lower price 
as he purchases additional cylin- 
ders. 


Progressive Pricing 


- Let us examine in some detail 
how the progressive method of 
pricing works. At the first of each 
year the customer goes back to a 
price of $15.36 for the first cyl- 
inder. In column L of Table 10 it 
will be noted that two cylinders 
should cost the customer $25.44, so 
the second cylinder would be priced 
at $25.44 less $15.36 or $10.08. 
The customer should buy 3 cylin- 
ders for $32.44, so the third cylin- 
der should cost him $32.64 less 
$25.44 or $7.20. The fourth cylinder 
would be $37.92 less $32.64 or $5.28. 
The fifth cylinder would be $43.20 
less $37.92 or $5.28. 

Add these prices together, $15.36, 
$10.08, $7.20, $5.28 and $5.28. The 
total is $43.20 or an average of 
$8.64, which is just what the cus- 
tomer should pay to be competitive 
to the electric rate selected for 
comparison. Note that the 4th and 
5th cylinders would cost $5.28 each. 
We shall have more to say about 
this in a few minutes. 

Those who advocate the flat 
‘pricing basis say that the customer 
cannot be brought back to a high 
price at the beginning of each year. 
That this is not so has been demon- 
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Don't use the calendar year for “‘progressive pricing” 





if you would avoid the 


December pinch. 


strated by many gas distributors 
who have been using the progres- 
sive system for years. Furthermore, 
why should it not be possible for 
the gas operator to do once a year 
what Reddy Kilowatt does 12 times 
a year? Another objection brought 
up by the flat-pricers is that at 
the beginning of each year the gas 
operator is flush with money be- 
cause of high gas prices and is 
pinched for money at the end of 
the year. This is a fair criticism 
of progressive pricing if the calen- 
dar year is used as a basis for 
pricing, but an easy and fair way 
to eliminate this objection is to 
adopt what is known as the “price- 
scale-year.” A “price-scale-year” 
begins on the anniversary of the 
installation date and ends one year 
from that date. In this way the 
dealer does not have peaks and val- 
leys of high and low priced gas. 

In the preceding paragraph I 
asked you to note that the 4th and 
5th cylinders each cost $5.28, and 
here is where we really get down 
to the bracketing of prices. There 
are many ways of doing this, but 
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the important thing to bear: in 
mind is that any bracketing shoul 
(1) not deprive you of profits a 
(2) keep you in a competitive posi 
tion with electricity. It is not 
difficult problem in the large quam 
tity zone, for here average pric 
even out over a considerable rang 


Examples for Table 10 


Take as an example the avera 
per cylinder prices in Table 10 
from 26 through 30 cylinders. Here 
we have cylinders at $5.58, $5.54, 
$5.51, $5.48 and $5.46, the average 
of which is $5.51. This suggests 
$5.50 in this bracket. Let’s work 
backward in the next group of five 
which is composed of $5.80, $5.74, 
$5.69, $5.65 and $5.61. This totals 
28.49 with an average of $5.69 
which suggests $5.70. 

Let’s try again. In the 16 through 
20 cylinder group the prices are 
$6.16, $6.06, $5.98, $5.91 and $5.85 
with an average of $5.99 which 
suggests $6.00. Here the spread 
between the top and the bottom of 
the bracket varies too much from 
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Table 12. Flat Pricing Methods. Siggested bracketed price list for pro- 
pane gas in 100-lb. cylinders in competition with electricity at 5c per 
kwh for 15 kwh, 2c per kwh for 130 kwh, and lc per kwh for all over 
that amount. Cooking energy ratio 4.75 kwh to 1-lb. propane for equiva- 
lent of 100 kwh used in cooking, balance at an energy ratio of 4.67 kwh 
to 1 lb. of propane. 


Suggested 





No. of Average Suggested No. of Average 
100-lb. cyls. price per adjusted price 100-Ib. cyls. price per adjusted price 
per yr. Table 10 per cyl. per yr. Table 11 per cyl. 
1 15.36 15.35 31-40 5.26 5.35 
2 12:92 12.70 41-50 5.14 5.20 
3 10.88 10.90 51-60 5.06 5.10 
4 9.48 9.50 61-70 5.00 5.00 
5 8.64 8.65 71-100 5.00 to 
6 8.08 8.10 4.90 4.95 
cf 7.68 7.70 101-200 4.90 to 
8 7.38 7.40 4.80 4.85 
9 7.16 7.15 201-350 4.80 to 
10 6.97 7.00 4.73 4.75 
11-13 6.81 to 351-1000 4.73 to 
6.49 6.65 4.69 4.70 
adel “ye ” 6.25 Re-cap of Price List 
17-20 6.06 to Cyls. Price Cyls. Price 
5.85 5.95 per per per per 
21-25 5.80 to year cyl. year cyl. 
a ace 1 15.35 17-20 5.95 
5 AG 5.50 2 12.70 21-25 5.70 
. 3 10.90 26-30 5.50 
4 9.50 31-40 5.35 
5 8.65 41-50 5.20 
6 8.10 51-60 5.10 
7 7.70 61-70 5.00 
8 7.40 71-100 4.95 
9 7.15 101-200 4.85 
10 7.00 201-350 4.75 
11-13 6.65 351-1000 4.70 
14-16 6.25 








the average price, so let’s try again 
by taking $6.06, $5.98, $5.91 and 
$5.85 which averages $5.95. That 
is better. 

It is best to have not over 20c 
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between the top and the bottom of 
the prices which you are averaging 
if you can help it. Working back- 
ward this would confine us to $6.16, 
$6.24 and $6.36 in the next bracket, 
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with an average of $6.64, which 
suggests $6.65. From this point 
back to the top of the price scale 
I would go by individual cylinders, 
excepting that I would adjust each 
price into a multiple of 5c. This 
facilitates making change when 
cylinders are delivered and makes 
the bookkeeping problem easier. 
Bracketing is a matter which would 
be handled differently by every 
person who had occasion to do it, 
but in Table 12 I am offering a 
suggested method of doing it in 
competition with the electric rate 
which we have selected as an ex- 
ample. Table 12 is, of course, for 
the use of those who prefer the 
flat method of pricing. (Refer 
back to Page 82.) ; 

Bracketing for the progressive 
method of pricing is an entirely 
different matter which we will take 
up in the next chapter which will 
appear in December. 









Texas Industrymen Host 
Banquet for LPG Commission 


As an expression of appreciation 
for the work it is doing, the Texas 
Railroad Commission was honored by 
the LP-Gas industry in the state at 
a banquet recently in Austin at which 
officers and directors of the Texas 
Butane Dealers Assn. represented in- 
dustrymen. 

Guests at the occasion included Rep. 
William §S. Fly, Sen. Gus Strauss, 
sponsors of the legislation’ which 
created the LP-Gas Division of the 
Commission, and S. C. McIntosh, di- 
rector of the commission. 
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Want to feel carefree, too? 





Write us now for these 


FACTS YOU NEED- FREE! 


Just check space opposite equipment you’re 
interested in, fill in your name and address 
and mail this column to us. We’ll get your 
facts to you promptly. 


Dollar for dollar, the Honey- 
well TM81A Acratherm does 
the best temperature control 
job of any thermostat in the 
gas field. It’s extremely simple 
to calibrate,set and adiust. The 
TM81A Acratherm controls 
both the On and Off cycles of 
the burner—a feature exclu- 
sive with Honeywell. Check 
here if you would like 7 
additional information. 














Rugged, dependable and 
low in cost, the Honeywell 
V835A Solenoid Gas Valve 
is the most popular control 
in its field. The metal disk 
on the valve seat practi- 
cally wears forever. A ham- 
mer action type plunger 
and a sturdy centering disk 
assure operation under the 
stickiest of gas conditions. 
Specify if for L. P. Gas. Check here for 
further information. 





MINNEAPOLIS-HONEYWELL REGULATOR CO. 














Mi polis 8, Mi ta, Dept. BN-11-06 
Name. es 

Firm Name. 

Address. iste cipred i aaceaa aias 

City. Zone___ State. 









Bahamas Islands Gain Luxury 
Of Living With Butane Gas 


"T one introduction of butane to By L. LOURIE 
one of the best known tourist 

resorts in the world was : 

brought about two years ago when Tesorts in the world today. They 
the Bahamas Gas & Fuel Co., Ltd., %€ visited annually by thousands 
was organized on the sub-tropical f Americans, some as regular win- 
island of New Providence, part of ter residents, and others for a 


the Bahamas group, with Nassau — holiday. : ; 
as its capital. Situated in the Atlantic ocean, 


The Bahamas, which are a part only 55 minutes by air from the 
of the British Empire, have be- Coast of Florida, New Providence 


come one of the best known tourist as no need for a railway as its 
total length is 21 miles. It is not 


cut off from the outside world as 
it is served day and night by inter- 
national air lines as well as by 
freight and passenger ships. 

Butane, brought from the Unit- 
ed States on landing craft barges 
used in World War II, has solved 
one of the greatest needs of the 
Bahamas. “Bahamas Gas” has be- 
come a byword in the British col- 
ony, and its fuel has become the 
most popular among visitors and 
residents alike. 


All Hotels Use Butane 


Probably the most important 
part of the island life centers in 
the hotels, for the tourist industry 
is nearly the only one, and it is 
interesting to note that all the ho- 
tel operators use butane gas for 
their large tourist trade. 

































Robert H. Symonette, owner of butane 
distribution plant in the Bahamas. Operated by only five men, the 
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-_NEW"GG” WATER 
HEATER CONTROL 


GENERAL. "CONTROLS - 


Grayson-Greenamyer 
Appliance Controls Division 











SERIES 26R 


OPTIONAL 
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SERIES 260 


AGA and UL 
APPROVED 
PILOT: BURNERS 


* 100% Thermomagnetic 
Safety 


Single-dial Safe Lighting 
Simplified Design : 
© OPTIONAL Pilot Burners = 


Sat 






Ri i adel a anagem, 






100% SAFETY SHUT-OFF... 


TOP QUALITY...AT LOWER COST 





Here is the new GENERAL CONTROLS water 
heater control-the GG-2 model, that delivers safe, 
efficient operation at remarkable cost — figures. 

Its new, simplified design assures years of trouble- 
free performance. Built for all gases, it offers 100% 
shut-off, easy servicing with standard tools. 

Notice the “all in one” single couple pilot burner, 
-its unique design provides stable ignition and ther- 
mocouple flame regardless of gas pressure, altitude 
Or primary air conditions, 

This General Controls water heater control is 
news in the appliance field today. Immediate deliv- 
ery, write for Catalog GG-2. 


GENERAL §@ CONTROLS 


801 ALLEN AVENUE GLENDALE 1, CALIFORNIA 


GRAYSON-GREENAMYER APPLIANCE CONTROLS DIVISION 
FACTORY BRANCHES: Baltimore, Md., Birmingham, Ala., Boston, Mass., 
Buffalo, N.Y., Chicago, III., Columbus, Ohio, Cleveland, Ohio, Dallas, 
Texas, Denver, Colo., Detroit, Mich., Houston, Texas, Indianapolis, Ind., 
Kansas City, Mo., Milwaukee, Wis., Minneapolis, Minn., Newark, N.J., 
New York, N.Y., Omaha, Neb., Philadelphia, Pa., Pittsburgh, Pa., 
St. Louis, Mo., Salt Lake City, Utah, San Francisco, Calif., Seattle, 

Wash., Tulsa, Okla., Washington, D.C., Los Angeles, Calif. 
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Bahamas Gas & Fuel, associated 
with Green’s Fuel, Inc., Florida, 
purchases gas in tank car loads in 
Miami. The gas is then pumped 
into a 13,000-gal. transport tank 
on an LCT which conveys the gas 
to Nassau. After it is pumped 
from the LCT tank into 1000-gal. 
tank trucks, it is delivered to the 
company storage tank at the depot 
at Oakes airfield. At the depot it 
is put into 100-lb. cylinders, ready 
for delivery to the customers.. Al- 
though 100-lb. cylinders are gen- 
erally used, storage tanks holding 
up to 1000 gals. are installed by 
hotels and other large establish- 
ments. 


Checks Installations Monthly 


Approximately twice a month a 
representative from the gas com- 
pany visits every consumer to 
check the installation. Every con- 
sumer has two cylinders which re- 
tail at $12 each. There is no charge 
for the cylinder. 

With a total storage capacity of 
58,000 gals., Bahamas Gas, owned 
and managed by R. H. Symonette, 


ree | 


USARAWAS GAS sib, 66.43 





Part of the fuel storage of Bahamas Gas 
& Fuel Co., Ltd., at Nassau, Bahamas 


Islands. 
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. Bar AG 


One of the 1000-gal. delivery tank trucks 
serving butane users in the Bahamas. 


believes it has adequate fuel sup- 
ply for any emergency that might 
arise. 


Storms Demoralize Electric Service 


The Bahamas unfortunately 
sometimes suffer severely during 
the hurricane season and in such 
emergencies all electricity is imme- 
diately turned off. The only method 
of cooking, apart from the old 
fashioned kerosene stove, is by bu- 
tane. 

One of the most noticeable fea- 
tures about the green and silver 
company vans that tour around the 
island delivering gas is the excel- 
lent condition in which they are 
kept. The bottles are re-painted 
and re-conditioned at frequent in- 
tervals when returned to the plant 
for refilling. When asked if this 
was not very expensive, Mr. Sy- 
monette replied that to keep his 
trucks and bottles clean, well 
painted and in bright colors, in- 
creased his business immensely. 

Life is made very easy for the 
housewife in the Bahamas through 
the use of butane gas and the ex- 
cellent service of the Bahamas Gas 
& Fuel Co. 






BUTANE-PROPANE News 












icks 


sup- 
ight 


tely 
“ing 
uch 
me- 
hod 
old 
bu- 


fea- 
lver 
the 
cel- 
are 
ited 


lant 
this 











wa North Texas Tank Co. 














® Production Built 
® Production Priced 


Two Recessed Re- 
lief Valves in Each 
Tank 


Exceptionally Well 
Balanced 


@® No Frame Rein- 
forcing Necessary 


Motor Fuel Tank 
in Rear Well Pro- 
tected 
Minimum Weight 
® Maximum Pay 
load 


Prices and specifi- 
cations on request. 








North Texas Tank Co. 
P.O. Box 519 Denton, Texas Phone 146-1323 
Motor Fuel Tanks - Domestic Tanks - Spheres - Truck Tanks - Tractor Motor Fuel Tanks 





DeLuxe Model Twin Barrel Truck Unit 


These units are built on a production line basis and it is our aim to 
manufacture tank trucks within the price range of the average LP-Gas 
Dealer. These units have satisfactorily met the needs of dealers in most 
states, and numerous companies have disposed of heavier equipment and 
are replacing entire fleets with this lighter weight unit. 

As an additional service we are able to furnish most types of new truck 
chassis, usually at a saving. This enables a dealer to select a truck and 
tanks of his choice, completely equipped and ready to drive away. Two 
to three days is necessary for mounting tanks when truck chassis is furnished 
by the customer. 


TRACTOR TANKS 


Farmall Tractor picture shows cus- 
tom built tractor tank replacing 
gasoline tank. Trac-tor Custom tanks 
are complete with brackets and fit- 
tings. Write for tank prices covering 
all popular models of tractor and 
motor fuel equipment. 
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Manufacturers of Fine LP-Gas Equipment 








Pays Employes Extra Money 






To Inspire Extra Effort 


IVING recognition to the fact 
Cy every salesman and every 

employe of the firm must 
“make a dollar for themselves before 
they make one for the boss,” and 
building his entire mercharidising 
program around it, has paid rich 
dividends for Larry F. Kahl, head of 
Kahl Appliance Co., LP-Gas and ap- 
pliance dealer in Freeport, IIl. 

Mr. Kahl, now in his 11th year of 
appliance merchandising, has had no 
personnel turnover problem since he 
hit upon this system, and his volume 
has grown from $18,000 gross during 
the first year, to an all-time high 
last year of nearly $300,000. He has 
extended his territory around Free- 
port until he currently services more 
than 50% of all the butane-propane 
users in the community, and his brand 
of “K-L gas” is as familiar to the 
average farmer as nationally adver- 
tised products on roadside signboards. 


Learned Other Dealers’ Problems 


When he first entered the field, Mr. 
Kahl spent a lot of time in visiting 
other dealers, and found that the 
most universal complaint on the part 
of each was the difficulty of keeping 
not only salesmen, but mechanics, 
drivers, and even office personnel. In- 
vestigating further, Mr. Kahl like- 
wise found that the chief discourage- 
ment which resulted in employe turn- 
over, was a tight ceiling imposed on 
their earnings by the nature of the 
job, or else that the salesman was 
given a difficult territory in which he 
was “expected to work miracles.” In 
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L. F. Kahl studying blueprints for his 
new home. 


many stores, the Illinois dealer found 
little liaison between employes and 
“the boss” and, consequently, a lack 
of understanding and good will which 
did nothing to keep the valuable em- 
ploye on the payroll. 


Therefore, Mr. Kahl, during the 





By GENE CREIGHTON 
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FP ee ee ee ee ee ee ee ee ee Be 
| A. ©. Smith Corporation @) =) = 


| Dept. BP-1151, Milwaukee 1, Wis. 
_ Send me, without obligation, full informa- Jf 7 é€ 
tion about A.O.Smith Liquid Gas Systems ! th 
and the sales advantages which can mean ANNIVERSARY, e le 
more profitable business for me. etahge LIQUID GAS SYSIEMS, 


City____ Zone 
L 





Self -Unloading Truck-Trailers Deliver 
A.O.Smith Liquid Gas Systems ANYWHERE 


From warehouse or rail docks, mod- Our warehouses at Cincinnati, Dallas, 
ern trucking equipment brings new Denver, Evansville, Houston, Jeffer- 
convenience to A.O.Smith dealers sonville, Ind., Knoxville, Los Angeles, 
everywhere. Eliminating dealer pick- Omaha, Panama City, Fla., Peoria, 
up or shipments, this serviceistailored Roswell, N.M., St. Paul, Salt Lake 
to your needs. City, San Antonio, Seattle and Union, 
Just one of the advantages A.O.Smith N-J., plus fast rail service from 
dealers enjoy, direct-to-yard truck Houston at low F.I.T. rates west of 
delivery highlights the service which _ the Mississippi, assure satisfaction. ff 
we Offer Teabase in liquid petro- Send the coupon for complete infor- 

leum gas. mation. 

















| 
Name | 
Fi y | ” Boston 16 © Chicago 4 © Dallas 2 © Denver 2 © Houston 
~ hk | Los Angeles 22 © Midland 5, Texas © New York 17 
Address Philadelphia 3 © Pittsburgh 19 © San Francisco 4 


State , Seattle 1 © Tulsa 3 © Washington 6, D.C. 
| EERE AOR i cemenaa a International Division: Milwaukee 1 
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past 10 years, has deliberately budg- 
eted at least 5% more on his annual 
gross volume into the payroll than is 
normally considered judicious and, in 
addition, he provides every employe 
with a long list of “benefits” which 
make “working for Larry Kahl a 
pleasant thing, indeed.” First, he pays 
all of his employes, from a stenogra- 
pher to the top salesman, on a liberal 
scale which is approximately 10% bet- 
ter than in competing stores, or even 
in nearby Chicago. If an employe in- 
vestigates the possibilities of another 
job elsewhere, he finds that the change 
would represent an immedate reduc- 
tion in income. Every selling em- 
ploye is paid on a quota system, 
which rewards him with additional 
commission on all sales over a set, 
easily-made quota, and the store glad- 
ly pays out many hundreds of dol- 
lars in additional commissions in this 
way—well aware that 3% on sales 
above a quota, for example, is the 
lowest possible selling cost! 

Next, Mr. Kahl has paid a lot of 
attention to the opinions which his 
employes have of “the boss.” He has 
a horror of depressing days and dis- 
couraging seasons, when there are few 
customers available. His “antidote” is 
to take the entire employe staff to a 


UMENT WORKS } 


Company trucks lined up in front of 
Kahl Appliance Co. in Freeport, Ill. 
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baseball game, on a trip to nearby 
Chicago, or if nothing else is avail. 
able, to send out for the refreshments 
to stage a party right in the store, 


“Instead of sitting listlessly in the 


store, waiting for a possible customer 
to drop in, employes are animated, 
vivacious, and sure that they are 
working for “the nicest boss in the 
business,” which Mr. Kahl feels is ex. 
cellent psychology. 


Employes Visit Market Shows 


Next, he makes all of his salesmen 
“partners” in the sense that each gets 
an opportunity to visit market shows, 
conventions, manufacturers’ exhibits, 
etc. The entire sales staff goes along 
whenever the manufacturer of Kahl 
Appliance Co.’s appliance lines shows 
its new wares every spring. Salesmen 
come back from such market visits 
fired up with enthusiasm, and ready 
to put their vastly better knowledge 
of the product to immediate use. 

Available to every employe, in ad- 
dition to the usual paid vacations, 
hospitalization plan and “sick leave,” 
Mr. Kahl has come up with some high- 
ly unusual extras. Included is a cash 
pool, from which any employe may 
borrow, without interest, to meet sud- 
den unexpected bills. When an em- 
ploye buys a new home, Mr. Kahl 
will cheerfully put up the financing, 
and the employe saves the entire in- 
terest cost. This latter, incidentally, 
has probably won more good will 
than any other single feature. Also 
Mr. Kahl has probably looked further 
ahead than any other butane-propane 
dealer in the state in setting up a 
pension plan which offers the employe 
$200 a month beginning at the age 
of 65. 

Mr. Kahl regularly pays employes 
bonuses for “meritorious achieve- 
ment.” Salesmen, of course, receive 
bonuses for extra selling effort, but 
other employes, in credit, mainte- 
nance and management divisions like- 
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Harrisburg Lite-Weight Cylinders are 





TouGH AS A 
RHINO/ 


Today as Always...BUILT TO A STANDARD 
-»sNOT TO A PRICE! 


WRITE FOR QUOTATIONS 
in any quantity, specifying with 
or without cops, with or without 












valves inserted, aluminum or red 
oxide ground coat, domestic or 
export type. Your registered 
mark ond serial numbers stamped 
without extra charge. 


Do you prefer aluminum ground coot ? 


USERS of our liquefied petroleum gas cylinders say 
they’re "tough as a rhino.” They know first-hand 
what we mean by the statement: maximum safety 
and quality with minimum practical tare weight. 


CUSTOMER SATISFACTION like this doesn't just 
happen. It’s the end result of Harrisburg’s 99 years of 
manufacturing know-how... backed by the industry's 
finest manufacturing facilities every step of the way. 


EVERY CYLINDER rigidly tested and inspected, 

including hydrostatic testing to 480 p.s.i. Made to 

1.C.C. Specification 4BA-240 from high-tensile-strength 

alloy steel...100 Ib. — 
..72 lbs. tare weight .. 

dueneiie and export ce. ae 

smooth-side construction 

without ridges or bulges for 

easy handling. 





++ OF red oxide 2 HARRISBURG HAS BOTH 


| ARRI gy BU R G Custom-Built Quality Products in Quantity 


STEEL CORPORATION OB vEaRs IN PENNSYLVANIA’S CAPITAL 








Harrisburg 4, Pennsylvania 
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Mr. Kahl writes out a bonus check for 
one of his servicemen. 


wise share in such rewards. In one 
way or another, Mr. Kahl manages to 
budget around $100 per year for each 
employe in “surprise bonuses,” all of 
which build inter-employe goodwill 
solidly. Above that, he spends around 
$275 per year for every employe on 
the entertainment, interest-free loans, 
hospitalization, and “goodwill” of his 
helpers. 

Elaborating upon the entire plan 
and details, as well, Mr. Kahl states: 

“Early in October we had another 
company-family dinner at which time 
the newest serviceman received his 
5-year Kahl service button and the 
bookkeeper received her 10-year dia- 
mond pin. The average length of em- 
ployment is now eight years which is 
probably unique in the industry, and 
a record of which we are proud. 


Engage in Sport Events 


“We have had five golf tournaments 
so far this year, our Kahl Appliance 
Co. softball team won the City League 
championship, and six of us took in 
the Indianapolis 500-mile race. 

“Our pension plan is aimed at every 
employe having $200 a month income 
at retirement and this is accom- 
plished through the medium of insur- 
-nce. While the company contributes 
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up to 50% of the cost of the insur- 
ance, we retain no control of the pol- 
icy whatever—the employe has com- 
plete control and can keep it up him- 


‘Self should he ever leave our employ. 


We encourage home ownership and 
are aiding two employes at the pres- 
ent time in purchasing property. 


Servicemen Attend Service Schools 


“Our gas business has grown from 
zero to over 1200 customers in five 
years through giving them prompt, 
efficient service at all times. Our serv- 
icemen take in all the various service 
schools and training schools—the 
University of Minnesota LPG school 
being the latest. 

“In other words, we feel it is good 
business for us and for our customer 
relations to keep the same group of 
employes year after year and to keep 
them happy through proper remuner- 
ation, pleasant company surroundings 
and activities, and help them grow 
into solid, substantial citizens in the 
community. Our whole thinking has 
been along this line, and it has cer- 
tainly paid dividends.” 


Phillips Drilling Wells 
For Surplus LPG Storage 


Storage of surplus plant products 
of LPG in underground reservoirs is 
being investigated by Phillips Petro- 
leum Co. near Borger, Texas. Two 
shallow wells are being drilled to a 
depth of about 1500 ft. in Permian 
salt formation for future storage. 

Instead of the usual method of in- 
jection of salt water through the 
tubing and producing LPG through 
the casing-tubing annulus, Phillips 
may use the bottom-hole pump method 
for pumping the propane. 
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Dearborn stays on top... year after 
year...in dollar volume of gas space 
heater sales! This public acceptance is 
a pretty good indication that 
everything must be close to being right.. 
Why? Because Dearborn advertising, 
Dearborn sales policies, and most 
of all, Dearborn heaters are all designed 
to do just one job—to help you sell 
more and more Dearborn heaters! You 
can bank big profits on this year’s 
demand for Dearborns... 
and here’s why » 


ORDER YOUR DEARBORNS NOW ... 
Be ready for the big Fall heater sales. 
It's money in your pocket... if you can 


say “Yes”... when your customers say 
. ...''l WANT A DEARBORN!" 


FEEES 


Send for illustrated literature on America’s top-selling gas heater line. 


5830 N. Puloski Rd. 
Chicage, tl. 


1700 West Commerce St. 
Dalles, Texes 








...the world’s finest, safest gas heaters 


DEARBORN HEATERS 
We lig 


Give wall-to-wall comfort, more heat on less gas, 
are sized to fit any heating need. With famous touch- 
cool Safety Cabinet, High-Crown Burner, automatic 
lighting, fast-working Glo-Brite Radiqnts—you've 
got more heater to sell! 


DEARBORN DISCOUNTS 
ae i 


Dearborn plays fair with dealers. No cut prices be- 
cause Dearborn heaters are worth the asking price! 


DEARBORN SERVICE 


a 


Dealing with Dearborn isn’t a hit or miss business. 
Dearborn keeps you supplied with the heaters and 
parts you need...when you need them! 


DEARBORN ADVERTISING 
AND MERCHANDISING 
2. 


Wee 


Dearborn backs up your selling efforts with hard- 
hitting advertising and merchandising aids aimed 
squarely at your customers...makes your selling 
job easier, your profits greater! 


STOVE COMPANY 














Frank J. Zink is Appointed 
Managing Director of NBPA 


Frank J. Zink, agricultural engi- 
neer and experienced national trade 
association official, has been named 
managing director of the National 
Butane-Propane Assn., succeeding E. 
E. Hadlick, resigned, who was execu- 
tive vice president of the NBPA since 
its organization in 1945. : 

New headquarters have been estab- 
lished at 141 W. Jackson Blvd., Chi- 
cago, in Room 4300 of the Board of 
Trade Bldg. 

The next meeting of the NBPA will 
be at the Hotel Jefferson, St. Louis, 
on Jan. 7. 


GAMA 


Taking office 
as president of 
the Gas Appli- 
ance Manufac- 
turers Assn. at 

‘ the Oct. 4 meet- 
ing of the direc- 
tors was Louis 
Ruthenburg, 
chairman of the 
board, Servel, Inc. 
He replaced Fred- 
eric O. Hess, 
president of the 
Selas Corp. of 
America. 

A. B. Ritzenthaler, Tappan Stove 

Co., became ist vice president and 





LOUIS RUTHENBERG 
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J. F. Donnelly, A. O. Smith Corp., is 
now 2nd vice president. 

Lyle C. Harvey, Affiliated Gas 
Equipment, Inc., held over as treas- 
urer and H. Leigh Whitelaw remains 
as managing director and secretary. 

All new officers were elected at 
GAMA’s annual meeting held last 
April in Chicago. 


NGAA 


Meeting time of the NGAA Pan- 
handle-Plains Regional session has 
been changed from Dec. 7 to Nov. 20, 
according to John Kindle, Dallas, pro- 
gram chairman. 

The meeting place will still be at 
the Herring hotel in Amarillo. The 
committee stated that arrangements 
had been made with the hotel to move 
forward to the new date all room 
reservations made for the Dec. 7 
meeting. 


Carolinas 


The annual joint convention of 
North and South Carolina Liquefied 
Petroleum Gas Assns., met in Myrtle 
Beach Sept. 14-15 at Ocean Forest 
hotel. 

The association held a meeting of 
the board of directors of the two 
state groups Sept. 15. There were 
also joint meetings as well as sepa- 
rate meetings of the North Carolina 
and South Carolina groups. 

For South Carolina, E. K. Butler, 
Jr., of Columbia, is president and M. 
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L. Bailey of Granite Quarry, N. C. is 
president of the North Carolina 
group. 

Approximately 150 dealers, supply 
representatives and guests attended 
the meeting. 


Georgia 

Approximately 125 persons associ- 
ated with the LP-Gas industry in 
Georgia attended a Sept. 29 meeting 
in Atlanta at the Biltmore hotel. Pre- 
siding at the meeting was Kingsley 
Weatherly, president of the Georgia 
LP-Gas Assn. 

The program, according to T. G. 
Fields, district secretary of the 
Southeastern district of the LPGA, 
contained talks by Zack Cravey, 
Georgia’s insurance commissioner, 
who discussed LP-Gas insurance; M. 
A. Ennis, spoke on the need for in- 
dustry advertising and employe 
training; L. V. Johnson, director of 
the Southern Technical Institute, dis- 
cussed the gas fuel technology 
course at his school. 


Nevada 


Elmo Whitmire, of Fallon Butane- 
Propane Co., Fallon, Nev., was elected 
president of the newly organized 
Nevada LP-Gas Assn. at the Sept. 23 
meeting of the group in Reno. 

Other officers include G. Gottschalk, 
Carson Nu-Gas Co., Carson City, vice 
president; and F. A. Martin, Ransome 
Co. of Nevada, Reno, secretary-treas- 
urer, 

Directors: C. Harper, Elko; K. 
aa, Austin; and G. Myers, Love- 
ock. 


New Mexico 


Brad Watkins, of Roswell, was 
elected president of the New Mexico 
LP-Gas Assn. at the largest gather- 
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ing of Southwestern LP-Gas dealers 
when they met Sept. 16-18 at the 
Hilton hotel in Albuquerque. Mr. 
Watkins succeeds J. A. Ikard, out- 
going president. 

“Every Member Get a Member” 
was the theme of the annual con- 





Association officers for New Mexico are 

(left to right): Brad Watkins, president; 

Ben Clark, secretary-treasurer, and M. E. 
Hutcherson, vice president. 


vention and trade show. A poster 
displaying “Saludos Amigos” in the 
hotel lobby set the pace for the pro- 
gram which was under the able di- 
rection of Convention Chairman R. C. 
Martin. 

As the initial speaker, L. L. Peters, 
of American Stove Co., forecast a 
profitable future for LP-Gas in the 
state. He said users had multiplied 
10-fold between 1940 and 1950, from 
5000 to 50,000, and estimated at least 
12 more years of growth at approxi- 
mately 4000 new users per year. He 
indicated New Mexico has more coal 
ranges per capita than any other 
state, presenting the major market 
outlet for these new users. 

Floyd Selim, of Phillips Petroleum 
_Co., presented charts and graphs 
showing advantages of LP-Gas as 
motor fuel for tractors and trucks. 
Underground storage in salt domes 
was detailed, as well as the need for 
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load-balancing outlets for propane 
and butane. 

A film sponsored by the U.S. Board 
of Ships, “Chemistry of Fire,” em- 
phasized the extinguishment of liquid 
fires. J. B. Cooney, Assistant Attor- 
ney General of New Mexico, stressed 
the importance of dealer cooperation 
with the new members of the State 
Public Service Commission. He par- 
ticularly asked that the industry 
work closely with the commission in 
the drafting of new rules and regu- 
lations. 

M. E. Hutcherson, of Ft. Sumner, 
was elected vice president of the 
group and Ben Clark, of Clovis, was 
reelected secretary-treasurer. 

James Crawford, district secretary 
of the LPGA in Denver, will continue 
to sponsor district meetings through- 
out the year. 

Latest developments in the appli- 
ance and equipment field were attrac- 
tively displayed by 21 distributors’ 
booths. Entertainment and dancing, 
and a hospitable “Hasta La Vista” 
closed a successful convention. 





W. A. NAUMER 


GEO. R. KELLEY 


North East District, LPGA 


The annual meeting of the North 
East District of the Liquefied Petrol- 
eum Gas Assn. was held at Hotel 
Statler in New York, Oct. 11, with Lt. 
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Gen. Robert L. Eichelberger deliver. 
ing the principal address. 

Presiding was Walter A. Naumer, 
Pyrofax Gas Co., and principal talks 
were delivered by Howard D. White, 
John W. Oyler, Lee A. Brand, E. Carl 
Sorby, George R. Kelley, John A, 
Ackley, and Roy R. Johnson. 

F. W. Frost was chairman of the 
committee on arrangements. 


North Dakota 


A. T. Olson, secretary of the North 
Dakota LP-Gas Assn., has announced 
that the second annual meeting of 
the group will be held Nov. 13-14 in 
Bismarck, N. D. 

The meeting place will be the Pat- 
terson hotel. President Addison Hed- 
berg will preside at the meeting. 


Pennsylvania 


At the annual meeting of the 
Pennsylvania LP-Gas_ Assn., held 
Sept. 17 at the Penn Harris hotel in 
Harrisburg, the major part of the 
program was devoted to a discussion 
of the joint advertising promotion for 
central Pennsylvania. 

The program, which will be spon- 
sored by the United Gas Improvement 
Co., its affiliated gas utilities, sup- 
pliers, manufacturers, and LP-Gas 
dealers themselves, was outlined by 
Gordon Jones of UGI. It will consist 
of billboards, radio, television, and 
newspaper advertising, and direct mail 
to promote the sale of gas, whether it 
be bottled gas or utility gas. 

New officers were elected at the 
one-day meeting. They are J. E. Shaf- 
fer, Atlantic States Gas Co., Lewis- 
town, Pa., president; A. C. Horner, 
A. C. Horner, Inc., Harrisburg, Pa. 
vice president; James Hays, Town & 
Country Gas Service Div., Taneytown, 
Md., secretary. 

Directors: Joseph Fletcher, Phila- 
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Your customers will enjoy more comfort 
and lower operating costs when provided 
with a flexible heating system, enabling 
them to have different temperatures in 
the various sections of their homes. 


An inexpensive, yet a highly satisfactory 
Zone Control Installation, can be accom- 
plished by installing two or more Empire 
Floor Furnaces, individually controlled 
with A ic Temp Controls. 
Temperatures can then be controlled in 
the zone or section of the home in which 
each furnace is installed. 








fe 
oapeep ©70,000 BTU 


STOVE ae a ILL. 


World’s largest manufacturers of Floor Furnaces 
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New officers and directors of the Pennsylvania LP-Gas Assn. (left to right): L. F. Finkler, 
director; Joseph Fletcher, director; A. C. Horner, vice president; J. E. Shaffer, president; 
James Hays, secretary-treasurer; Roy Johnson, director; and Thodore Kapnek, direcior. 


delphia; L. F. Finkler, Williamsport, 
(Pa.); Roy Johnson, Liberty (N.Y.); 
Emerson Thomas, Westfield (N.J.); 
and Theodore Kapnek, Hammonton 
(N.J.). 

Other speakers included Howard D. 
White, R. H. Mahnke, M. A. Ennis, 
and G. M. Rohde, Jr. 

A friendship hour, dinner, and show 
followed the business sessions of the 
meeting. 


Northeastern Pennsylvania 


Dealers serving over 40,000 families 
in the northeastern section of Penn- 
sylvania recently met and organized 
themselves as the Northeastern Penn- 
sylvania Bottled Gas Dealers Assn. 
with James Monk of Wilkes Barre, 
president. 

United effort to serve customers 
in the best possible way and to ad- 
vertise this service is one of the main 
reasons for organizing. Standards 
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will be set up for all LPG operations 
for all members to comply with. 
Group displays at various county 
fairs will make it possible for more 
LPG dealers to take part in such 
events. 

Other officers and directors, in 
addition to Mr. Monk, include Harry 
Kern, Catawissa, secretary; Arthur 
Miller, West Pittston, vice president; 
Bill Cutten, Wyoming, treasurer. Abe 
Kaplan, Wilkes Barre, Ed Longen- 
berger, Drums, and Gene Schlanger, 
Scranton, are directors. 


Another Firm to Market 
LPG Lighter 


The National Butane Co., Inc., was 
organized recently to market butane 
cigarette lighters and like products. 

Directors of the company, located 
at 180 W. 42nd St., New York City, 
are Ruth Horowitz, Cordelia Sebald, 
and Robert Yudin. 
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Re-Districting of State Groups 
Made by LPGA Board at Denver 


transaction of widest importance 

to the LP-Gas industry that de- 
veloped out of the board of directors 
meeting of the Liquefied Petroleum 
Gas Assn. at Denver, Sept. 13-14, was 
the recommendation of the appliance 
specification committee which recom- 
mended the elimination of the present 
requirement for 100% safety pilot 
in ovens of CP ranges. Although 





W. S. LANDER 


H. C. TENBROOK 


there was some division of opinion 
regarding this matter, even among 
committee members, the recommenda- 
tion was approved by the board and 
committee chairman Doyle D. But- 
tolph was authorized to present the 
recommendation to the American Gas 
Assn. Approval Requirements Com- 
mittee for their consideration. 

The recommendation of the appli- 
ance specification committee reads 
specifically: F 

“That Paragraph ‘c’ of Section 9 
of Part II of the American Standard 
Approval Requirements for Domestic 
Gas Ranges be revised as follows: 
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“An automatic pilot shall not pass 
gas except to its pilot burner or 
burners when in the closed position 
resulting from normal operation. The 
maximum gas passed to its pilot 
burner or burners shall not be in 
excess of 200 Btu during any one- 
hour period.” 

The board also decided to make 
several changes in the districting of 
some of the existing association dis- 
tricts. This was upon the recom- 
mendation of the constitution and 
by-laws committee, whose chairman 
is Lee Brand. The reconstructed dis- 
tricts will now be as follows: 


District Groups 


1. Montana, Washington, Oregon, 
Idaho. 

2. California, Nevada, Arizona. 

3. Utah, Wyoming, Colorado, New 
Mexico. 

4. North Dakota, South Dakota, 
Minnesota, Iowa, Wisconsin. 


5. Kansas, Oklahoma, Nebraska, 
Missouri. 
- 6. Illinois, Michigan, Indiana, Ohio, 
Kentucky. j 
7. Texas, Arkansas, Louisiana, 


Mississippi, Tennessee. 

8. Alabama, Georgia, Florida, 
South Carolina, North Carolina. 

9. Virginia, West Virginia, Mary- 
land, New Jersey, Delaware, Penn- 
sylvania, New York. 

10. Maine, Vermont, New Hamp- 
shire, Massachusetts, Rhode Island, 


» Connecticut. 


11. Eastern Canada. 

12. Western Canada. 

13, Mexico. 

Among the many actions of the 
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board at what was an unusually busy 
meeting were the following: 

A decision to limit the 1952 con- 
vention in Chicago to three days in- 
stead of the four days originally 
planned, upon the recommendation of 
convention committee chairman H. C. 
TenBrook. The dates will now be May 
12-14, inclusive, and the place will be 
the Palmer House. 

Frank Fetherston reported that the 
subject of cargo tank heaters is still 
under consideration with the Inter- 
state Commerce Commission and that 
the ICC has effected a change in 
specifications on steel to be used on 
containers because of current steel 
shortages. He also stated that the 
Coast Guard regulations have been 
changed and a change made in the 
Canadian Marine Code that will per- 
mit limited transportation of LP-Gas 
on passenger vessels. 

Chairman A. C. Ferrell, of the 
membership committee, reported that 
the association membership, includ- 
ing all classifications, now totals 
1294. With additional state associ- 
ations expected to affiliate with the 
LPGA, this membership figure will 
be considerably increased in the near 
future, it is expected. 

Chairman W. H. Hoagland, of the 
safety committee, stated that the ob- 
jectives of his committee for the 
coming year will be: 


Safety Program Outlined 


1. To make available to members 
safety inspection forms for bulk 
plants, tank trucks, etc., in order to 
standardize such procedures. 

2. To arrange for a series of safety 
meetings on various phases of LPG 
operating activities. 

3. To make available a safety con- 
test for awards for the best safety 
records over a definite period. 

4. To attempt to secure films to 
make available to industry members 
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sound safety practices in the handling 
of liquefied petroleum gas. 


5. The appointment of a new sub- 
committee to study the subject of 
making available to members a safety 
manual. 


6. The preparation and distribution 
of posters and other material to pro. 
mote safety among operators. 

An appropriation was also made 
for the reprinting of a revision of 
the LPGA’s “Recommended Good 
Practice Rules for Liquefied Petrol- 
eum Gas Piping and Appliance In- 
stallations in Buildings.” Copies of 
this will be distributed free to mem- 
bers of the LPGA and sold at a 
nominal price to others to cover 
printing and handling costs. 









Freight Rates Discussed 


George W. Bach, transportation 
committee chairman, stated that “Ef- 
fective Aug. 28, 1951, all interstate 
rail freight rates were again in- 
creased. This increase applies in lieu 
of the temporary increase which took 
effect April 4, 1951. These latter in- 
creases, which will be in the form of 
surcharges applied to the freight 
charges, will be 6% in Western and 
Southern territories, and 9% in East- 
ern territory, which is’ generally 
described as being east of the Missis- 
sippi and north of the Ohio and 
Potomac Rivers. In the case of com- 
bination rates, the factors will be 
increased separately. For example, on 
a shipment originating in Western 
territory destined to Eastern terri- 
tory, if one factor lies entirely within 
Eastern territory, that factor will be 
increased 9%, whereas, the other 
factor will be increased 6%. 

“The railroads have recently ap- 
proved storage and transit arrange- 
ments on LP-Gas at several points 
where underground storage is con- 
templated. Under these arrangements, 
gas may be shipped to the storage 
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SAFE VENTING 
"OC METALBESTOS 


Improper venting of gas appliances always brings 
customer complaints and sometimes results in serious 
financial loss to contractors. Metalbestos’ unique pipe- 
within-a-pipe construction assures safe, efficient vent- 
ing. Precision made Quick-Couplings align pipe sections 
automatically and form a permanently gastight connec- 
tion. Even when unskilled workers install foolproof 
Metalbestos, you know the job is right and will give 
years of trouble-free operation. 


LOWER INSTALLATION COST 


Made of corrosion-resistant, lightweight aluminum, 
Metalbestos is easy to handle, simple to install. Only 
3 screws are needed to quickly connect pipe sections 
without using mastic, cement or banding material. No 
special tools are required. Adjustable lengths, adjust- 
able elbows and other versatile fittings permit rapid 
assembly and eliminate expensive, time-consuming 
cutting and fitting. 


NOW AVAILABLE! 

A new manual, ‘Venting of Gas Appliances”, is now 
ready for distribution. Published in the interests of better 
venting, this valuable booklet contains the important 
rules for venting gas appliances and other helpful 
information regarding good venting practices. Yours 
without charge — simply fill out coupon. No obligation. 


. 





METALBESTOS pivision Departmens ==M 
WILLIAM WALLACE CO. + Belmont, California 


Please send a copy of your new manual, “Venting of 
Gos Appliances.” 
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point at the full rate to such storage 
point and then, at a later date, re- 
shipped at the balance of the through 
rate from the original point of origin 
to the ultimate destination; plus a 
transit charge.” 

Frank Fetherston was appointed as 
the LPGA’s representative on the 
American Standards Assn. committee. 

After discussing the advisability of 
the tank manufacturers forming their 
own organization to present their 
problems to the authorities in Wash- 
ington, in a statement presented by 
F. A. Henninger on behalf of the tank 
fabricators, the LPGA board then 
passed a resolution authorizing the 
establishment of a container section 
so that efforts could be made to in- 
crease association membership among 
tank manufacturers in order that a 
more formidable front could be pre- 
sented to influence authorities in the 
association’s effort to obtain larger 
steel allotments for the manufacture 
of containers. 


New Committee Appointed 


Upon the recommendation of C. J. 
McAllister, chairman of the special 
committee for promotion of the Gas 
Fuel Technology course at Southern 
Technical Institute, the board ap- 
proved the establishment of a “Gas 
Fuel Technology Foundation” scholar- 
ship fund. The fund was authorized 
and President W. S. Lander was in- 
structed to appoint a special associ- 
ation committee to appoint and ad- 
minister this fund. — 

The establishment of a new tempo- 
rary district office located in Chicago 
was authorized to serve the presently 
integrated states of Illinois, Iowa, 
Michigan, and Wisconsin. Another 
district office will be established for 
the states of Maryland, Pennsylvania, 
New York, and Virginia at such time 
as those states affiliate with the 
LPGA, the board promised E. O. N. 
Williams, who represented the named 
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states. Pennsylvania has 
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affiliated with LPGA. 














F. N. Mabee, first vice president of Ob: 
the LPGA and a Denver distributor} T\ 
was host to the board of directors of : 
at its September meeting. The next} Tex: 
meeting is scheduled for Dec. 6-7 at man 
the Sheraton hotel in St. Louis. twel 

his” 

mill 

CALENDAR od 

Nov. 5—Minnesota Petroleum Gas Assn. M 


Curtis Hotel. Minneapolis. 
Nov. 5-8—American Petroleum Institute, |— °V® 
Annual Meeting. The Stevens. Chicago, |} iten 
Nov. 12 — Oklahoma LP-Gas Assn. Annual 20 § 
Meeting. Skirvin Hotel. Oklahoma City. ||) fro1 
Nov. 13-14— North Dakota LP-Gas Assn. inde 
Patterson Hotel. Bismarck. size 
Nov. 19-20—Montana LP-Gas Assn. Hotel der. 
Finlen, Butte. 


yea 
Nov. 20—NGAA Panhandle-Plains  Re- req 
gional Meeting. Herring Hotel. Ama- hav 


rillo, Texas. I 

Dec. 6-7—LPGA Board of Directors. Shera- Tal 
ton Hotel, St. Louis, Mo. 

Dec. 7-8—Wyoming LP-Gas Assn. Annual 
Meeting. Townsend Hotel. Casper. 

1952 

Jan. 7—National Butane-Propane Assn. 
Hotel Jefferson. St. Louis. 

Feb, 25-26—Indiana LP-Gas Assn. Hotel 
Claypool. Indianapolis. 

Feb. 25-26—LPGA Board of Directors. 
Del Prado Hotel. Mexico City, Mexico. 

Mar. 24-26—LPGA Southeastern District 
Convention. George Washington Hotel. 
Jacksonville, Fla. 

April 13-15—WMississippi 
Annual Convention. 
Hotel. Edgewater Park. 

April 30-May 2—Natural Gasoline Assn. 
of America. Rice Hotel. Houston, Texas. 

May 12-14—LPGA Annual Convention & 
Trade Show. Palmer House. Chicago. 

May 21-23—Gas Appliance Manufacturers 
Assn. Annual Meeting. The Broadmoor. 
Colorado Springs, Colo. 

June 18-20—Texas Butane Dealers Assn. 
Baker & Adolphus Hotels. Dallas. 


LP-Gas_ Assn. 
Edgewater Gulf 
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Master Tank & Welding 
Observed 12th Anniversary 


Twelve years ago, in the back end 
of a small 2-car garage in Dallas, 













nextf Texas, Sam Weempe started a one- 
5-7 ath. man welding shop. He observed his 
3 twelfth anniversary on Nov. 1, with 
his small shop grown into a full size, 
million-dollar industrial plant cover- 
ing 86 acres of ground, and over 200 
" men are on the payroll. 
= Master’s production capacity is 
tute. |p over 500 tanks a day. The standard 
cago. |} items include fuel tanks ranging from 
inval | 20 gals. to 1000 gals., domestic tanks 
City. ||} from 150 gals. to 1000 gals., and cyl- 
Assn. ||) inders from 20 lbs. to 100 lbs. Special 
sizes will be built on customer’s or- 
fotel |} der. The largest tank constructed this 
year had a 30,000-gal. capacity and 
Re- required three railroad flat cars to 
\ma- | F haul it to its destination. 

In the line pipe division Master 
era: |} Tank and Welding is capable of fab- 
nual 
Assn. 
lotel 
tors. 

Kico. 
strict 
otel. 
‘ssn. 
Gulf 
‘ssn. 
xas. 
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oor. 
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ricating 2 miles of 30” pipe line pipe 
a day. Hundreds of other items are 
manufactured, some in the petroleum 
industry and others for different mar- 
kets. W. J. Guidry is southern sales- 
man for the company and A. V. Mc- 
Murry is the northern sales repre- 
sentative. 


E. W. Heilmann Will Direct 
Consumer Durable Goods Div. 


Ernest W. Heilmann has_ been 
designated Acting Director of the 
Consumer Durable Goods Division, 
the Office of Price Stabilization an- 
nounced Oct. 2. The appointment is 
an interim one until a director is 
named for the division. 

Mr. Heilmann was appointed as a 
consultant to the Division in Febru- 
ary and has served on an intermit- 
tent basis since then. For a time he 
filled the post of Acting Assistant 
Director. 





Present plant of Master Tank & Welding Co., Dallas. 











HAT newly constructed small 
homes offer a dealer a splendid 
opportunity to sell a packaged unit 
of range, heating equipment, and re- 
frigerator, together with the lease of 
a metered LPG tank, has been demon- 
strated in recent months by the Ace 
Bottled Gas Co., of Toms River, N. J. 

That section of south Jersey which 
is in the heart of the pine tree belt 
and largely devoted to agricultural 
and resort activities, has been experi- 
encing a sharp upgrowth in bungalow 
and small-home construction. The im- 
petus has been due to increased de- 
fense activities as the famous Lake- 
hurst naval station is close by and 
several factories have sprung up 
nearby. 

The company’s practice has been 
to contact the home owners direct, 
instead of the builders or architects. 
Leads are developed by a salesman 
who covers a 35-mile territory daily, 
or by the dealer, Alvin E. Clayton, 
who keeps close tab on residential 
developments. When these men spot a 





Alvin E. Clayton makes water heater sale 
to a feminine customer. 
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NEW HOMES... 


offer growing market for package sales | = 





- By ALBERT S. KESHEN 





house in the early stages of construc. 
tion, they contact the owner, who is 
usually about the premises, and tr 
to sell him on bottled gas service ani 
the appliances that are used with it, 
all obtainable from one source, which 
saves time and effort in shopping 
around. 

Since the homeowner is concerned 
at the moment with his building prob- 
lems he is in a mood to listen to advice 
on the installation of a furnace, an 
automatic water heater and a gas 
range. Usually he can be readily con- 
vinced that by using propane in all 
of his appliances, he gets the follow- 
ing benefits: 

1. The gas rate is highly favorable 
as compared to the cost of fuel oil. In 
most cases he will even be content to 
pay a little more for gas than oil 
because gas is a cleaner operation 
and there is no trouble in lighting. 

2. Through the use of a metered 
tank he can easily check on the rate 
of his consumption and his reserve 
supply. 

8. He has to deal with but one fuel 
supplier, reducing payment problems 
and being assured of better service. 

One construction provision is made 
mandatory by Ace Bottled Gas before 
it will make a heating installation: 
The ceiling must be insulated with 
mineral wool, preferably up to the 
4-in. thickness. If the owner can af- 
ford it, wall insulation with the same 
material is recommended, but not 
required. 

The new homeowner is shown that 
insulation which prevents escaping 
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heat will more than repay itself in the 
long run as it serves as an invisible 
blanket over the house, retaining 
warmth and requiring less fuel. At 
the same time ,the insulation keeps 
the premises that much cooler in the 
summer. 

Impressed with this presentation, 
the new customer can be signed up 
immediately or taken to Mr. Clayton’s 
attractive showroom, where a selec- 
tion of appliances can be made. The 
display room and offices were con- 
structed in 1947 on the highway a 
few miles from the town’s business 
center. This one-story red brick struc- 
ture with knotty pine woodwork and 
plenty of window area, contains the 
various types of appliances available 
in a bright and cheerful environment 
which is conducive to buying. 

“We have been urging our accounts 
to use metered tanks in the past few 
months so that now our gas business 
is about equally divided between un- 
metered and metered installations,” 
said Mr. Clayton. “The main advan- 
tage is that meters eliminate most 
customer complaints. Under straight 
rentals of unmetered tanks, if a user 
forgets to order and his tank runs 
out, he will take out his neglect on 
us; but use of meters assures that 
the tank will be filled regularly when 
our man comes around on his regular 
schedule, with no extra charge for 
this servicing.” 

In line with a strict supervisory 
policy to insure that their accounts 
are getting the most for their money, 
the company insists that any gas fur- 
nace sold to one of its accounts must 
have the approval of the office before 
a tank will be installed to fuel it. No 
particular brands are pushed, but the 
furnace must be properly sized for 
service it is expected to perform. 

For installation work, one truck is 
constantly on the job besides the five 
fuel delivery trucks. A 30,000-gal. 
storage tank is in the spacious yard 
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behind the sales and office building 
and alongside a siding of the Jersey 
Central line. 

The company which was estallished 
in 1936 has grown until now it has 
eight employes. 


“Reverse Flow’’ Heating Plan 
Developed by Colorado Dealer 


Frank Semerad, Ft. Collins, Colo, 
dealer, has just announced the suc 
cessful development of a revolution. 
ary installation technique in warm 
air heating which utilizes a “reverse 
flow” principle in which return air 
is received by cold air grilles placed 
near the ceiling. Warm air registers, 
however, still occupy conventional 
locations. The Semerad method elimi- 
nates air turbulence and “layer- 
caking” of air responsible for the 
floor drafts. 

The “reverse flow” system has 
been thoroughly tested with various 
Payne furnace units in more than 
40 homes during the past two years, 
homes ranging from 750 to 3400 
square feet. The tests have proved 
that temperature variance is virtu- 
ally eliminated with “reverse flow” 
and that operating costs have been 
reduced an average of 20%. It was 
found, too, that the cold air returns, 
at or near ceiling height, did not 
accumulate dirt. 


Green’s Fuel Branch 
Has New Sales Manager 


The Gainsville, Fla., branch of 
Green’s Fuel, Inc., has named Bob 
Burgwaid sales manager, according 
to C. H. Janes, local store manager. 

Mr. Burgwald has had 10 years’ 
experience in the appliance field, act- 
ing principally as an advisor in the 
selection of appliances for particular 
needs. 
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When you want a com- 

bination of top- quality 

plus economy in LP-Gas 

valves and fittings . . . look 

for the Superior label. You'll 

find that Superior accessories 

give you greater performance, 

added safety and longer life—all at a 

great savings in time and money. Too, 

you have the added protection of working 

with Underwriters’ Laboratories, Inc. ap- 

proved fittings. Remember to specify Superior 
for all your LP-Gas installations. 


Superior valve and fittings co. ASN 


Pittsburgh 26, Pennsylvania 
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Warm Air Furnace 


COLEMAN CO., INC. 
Wichita 1, Kan. 


Model: No. 184. 


Description: This is one of three ad- 
ditions to the company’s line of gas- 
fired, forced warm air furnaces for 
use with “Blend-Air” or conven- 
tional duct systems. 

Bearing AGA approval, the fur- 
naces are rated at 125,000, 100,000, 
and 75,000 Btu input. Pictured is 
the largest of the three new models. 
It has a dual “Even-Flo” blower 
unit operating on direct drive from 
a single 1/3-hp. motor. Dimensions: 
width, 24% in.; depth, 35% in.; 
height, 585 in. Other models have 
slightly less depth. 

Features include  ribbon-type 
burners with special heat resistant 
flame spreaders and electronically 
welded steel combustion chambers. 
Compact design of casing facilitates 
installation in utility rooms, closets, 
and alcoves. 











Conversion Kit 


J & S CARBURETOR CO. 
2634 N. Beckley, Dallas. 


Model: John Deere Conversion Kit. | 


Description: A special cylinder block 
water outlet which is completely in- 
terchangeable with the 


Model “A” tractor is featured. 

This special outlet holds a J &§ 
tubular vaporizer in the outlet wa- 
ter stream without restricting the | 
engine’s normal water circulation. 
Its use is said to eliminate the need 
of any type auxiliary water circu- 
lation system to supply the LPG 
vaporizer on this model of tractor, 
which does not use a water pump. 

Other parts supplied in the kit 
include a liquid filter, J & S bal- 
anced regulator, spud-in nipple, va- 
por hoses, etc., necessary for the 
complete installation without chang- 
ing the original carburetor. 

A similar kit is available for the 
John Deere Model “G” tractor. 
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Heat Loss Calculator 


CLIMATEMAKER HEAT LOSS 
CALCULATOR CO. 
Dept. 644, Box 378, Bloomington, Ill. 


Model: Climatemaker. 


Application: Designed especially 
for dealers in residential heating 
equipment. 


Description: The answers obtain- 
able with this heat loss calculator 
include Btu loss for each room, plus 
total loss from house; cubic-foot- 
per-minute requirements for forced 
warm air, gravity 200° and gravity 
175° heating units; square feet of 
steam or hot water radiation re- 
quired to heat each room. 

The calculator will also determine 
the pipe area; pipe, stack, and blow- 
er sizes for forced warm air heat- 
ing systems; pipe area, pipe and 
stack sizes for 1st, 2nd, and 3rd 
floor when using gravity 200° and 
175° heating systems. 

Line loss, coal and oil furnace 
and gas burner sizes, and cost of 
heating per season information are 
also available. 

The Climatemaker heat loss cal- 
culator is quick and easy to oper- 
ate and comes equipped with com- 
plete operating instructions. 
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Changeover Regulator 


FISHER GOVERNOR CO. 
Marshalltown, lowa. 


Model: Manimatic Type 924. 


Description: As a successor to the 
Fisher Type 940 manual change- 
over regulator, Type 924, also of 
manual operation, features greater 
compactness, increased sturdiness 
and lower cost. 

With Type 922 as its basic regu- 
lator, the Manimatic features great- 
er interchangeability of parts. 
Changeover manifold Type 1880 is 
used in conjunction with Type 924 
but is also available as a separate 
unit. Conversion is simple—merely 
requires removal of the present 
flanged inlet fitting and attachment 
of the 1880. 

Manimatic Type 924, suitable for 
cooking, refrigeration, water heat- 
ing, clothes drying, and incineration 
jobs, has a capacity.of over 250,000 
Btu per hour. 

Other features include inverted 
flare connections for full capacity 
flow; POL inlet connections; .4-in. 
female pipe thread outlet for full 
size appliance piping; two %-in. 
inverted flare by POL 20-in. pigtails. 
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“@ | SINCLAIR LP-GASES 











Yoo tan'‘t see this passenger—but he's there none the less . . . riding 
with every shipment of SINCLAIR LP-GASES. He's known as HIDDEN 
INGREDIENT—and covers such important things as INTEGRITY, REPU- 
TATION, RESPONSIBILITY, PERFORMANCE, and REAL SERVICE. 


That's why Distributors like to do business with SINCLAIR... year after 
year. For SINCLAIR is exclusively a wholesaler of LP-Gas . . . never 


competes with any of its customers. 





A Great Name in Out 


SINCLAIR OIL & GAS COMPANY 
LIQUEFIED PETROLEUM GAS DIVISION °¢ SINCLAIR BUILDING, TULSA, OKLA. 
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Home-Heating Boiler 


A. O. SMITH CORP. 
Milwaukee 1, Wis. 


Model: Burkay Home Heating 
Boiler. 


Description: The new unit, of cast- 
iron sectional construction, embodies 
many improvements. 

It is available for both gravity 
and forced hot water heating sys- 
tems. The unit is planned particu- 
larly for small and medium sized 
homes using modern convector and 
radiant panel heating. 

In appearance, the new heating 
unit comes in two-toned gray ham- 
merloid finish. 

The boiler is available for use 
with all types of gas. 
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Domestic Range © 


AMERICAN STOVE CO. 
1641 S. Kingshighway Blvd., 
St. Lovis 10, Mo. 


MODEL: 48L. 


Description: This is a new addition 
to the Magic Chef line for fall and 
meets consumer demand for a mod- 
erately priced 39-in. range. 

The range includes “Red Wheel” 
oven heat regulator, one-piece top 
burners, and smokeless swing-out 
broiler with toe control. 

Other features include a 16-in. 
oven, extra large storage compart- 
ment, divided cooking top with cen- 
ter work space, and electric light 
and spring-wound timer. 

The range is insulated throughout 
with fiberglas and is finished in 


porcelain enamel. 
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Tachometer Vacuum Gauge 


QUALITY ELECTRIC CO. 
1026 S. Grand, Los Angeles. 


Model: Rev-O-Gauge. 


Application: Designed to use on en- 
gines with battery ignition, utilizing 
primary ignition circuit, it measures 
directly the revolutions per minute 
of engine or crankshaft speed. The 
vacuum and compound gauges are 
of the Bourdon tube type. 

Description: The Rev-O-Gauge is 
available in two models. Model R-I 
is a combined tachometer and vacu- 
um gauge. Model R-II is a combined 
tachometer and compound (vacuum 
and pressure) gauge. 

The tachometer is used for all ad- 
justments which must be made at a 
specific engine speed: precision ad- 
justment of ignition timing, car- 
buretor adjustments, checking air 
cleaners, setting engine rpm gover- 
nors, testing for cylinder balance, 
checking speedometer, etc. 

The Rev-O-Gauge vacuum gauge 
will indicate the following troubles: 
sticky valves, valve or ring leak- 
age, faulty carburetor adjustment, 
choked muffler or exhaust pipe, im- 
proper ignition timing, intake mani- 
fold air leak. The Model R-II is 
also used to test fuel pump. 

The F. S. Mitchell Co., 1304 Ven- 
ice Blvd., Los Angeles, is factory 
representative for this unit. 











Stock Tank Heater 


NATIONAL IDEAL CO. 
Toledo, Ohio. 


Model: Premier Heater 


Description: A burner for mild 
weather and one for severe weather 
is a gas-saving feature of this new 
gas-burning stock tank heater. 

Elimination of down draft and 
condensation trouble is claimed for 
the new unit. It will keep an 8-ft. 
tank ice-free in sub-zero weather. 
It also operates with larger, pro- 
tected tanks. 

The stock tank heater, burning 
liquefied petroleum gas, is of cast- 
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that’s for me! J 


Program co-sponsored by: Gas 
Appliance Manufacturers Asso- 
ciation, Liquefied Petroleum 
Gas Association, National Bu- 
tane-Propane Association, Nat- 
ural Gasoline Association of 
America. 







1 You can be 
| proud of this 
emblem, too! 
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The National LP-GAS Promotional Program is all yours! 
It’s designed and built to help you increase sales, to buck 
your competition, to build your stature as the LP-GAS 
dealer in your community. 





The more active a part you play in it, the more you'll 
get out of it! The sooner you join up... and get on the 
LP-GAS promotional team ... the sooner you'll cash in on 
more of the tremendous LP-GAS potential in your area. 


Just look at this line-up of promotional helps: 


312 Million Advertising Messages already delivered through 
regional and national magazines. More coming, too. 


Tie-in material you can use! Ad mats and mailing folders 
at 20% discount when you join up. Radio scripts and press 
releases free. 


A steady stream of news stories and articles to magazines, 
newspapers and radio stations. 


Employee training! Tested ideas and educational material 
to improve your business... soon to be available. 


The promotional program is working. It’s a success! It'll 
work for you, too. The cost is small; the benefits are big. 
Send us a postcard today. Just say, “Count me in!” 


NATIONAL COMMITTEE FOR LP-GAS PROMOTION 


Dept. BPN, 11 South La Salle Street, Chicago 3, Illinois 
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iron and galvanized steel construc- 
tion. The explosion-proof heater fits 
any tank deeper than 10 in. The 
lighter is furnished with the heater. 


Product Information 


The Seidelhuber Iron & Bronze 
Works, Inc., Seattle, Wash., recently 
introduced a new line of automatic 
storage gas water heaters, consisting 
of a full and complete range of sizes. 

The company’s new plant at 3693 
E. Marginal Way, will house the pro- 
duction facilities. Featured in the 
manufacturing process is the use of 
38/16 boiler plate and magnesium 
anodic rods in the construction of the 
storage tank. The Grayson “Unitrol” 
control will be used and burners will 
be one-piece cast-iron banjo type de- 
signed for maximum efficiency. 

All water heaters are AGA-ap- 
proved for use with LP-Gas, natural 
and manufactured gases. 


The Highside Chemicals Co. has 
produced a new joint sealer composed 
of a polyhydroxylated plastic base for 
sealing LP-Gas joints. According to 





the manufacturer, the joint sealer has 
shown definite resistance to the ac- 
tions of LP-Gas. 

“Leak Lock,” as the sealer is 
known, is available in 11/3 oz. tubes 
and pint cans. For additional infor- 
mation address the company at 10 
Colfax Ave., Clifton, N. J. 
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Eclipse Catalog 


A comprehensive bulletin designed 
to show the wide variety of company 
products has just been issued by the 
Eclipse Fuel Engineering Co. It illus- 
trates and describes the complete line 


of McKee-Eclipse burners, mixers, 
valves and blowers used in gas com- 
bustion for industrial purposes. Also 
discussed are gas and oil-fired steam 
boilers and furnaces for the process 
industries. 

The catalog is available from 
Eclipse at 1191 Buchanan St., Rock- 
ford, Ill. 


Phillips Wins Highest 
Chemical Engineering Award 


The 1951 award for chemical engi- 
neering achievement, highest honor 
in its field, has been won by Phillips 
Petroleum Co., Bartlesville, Okla. 
The announcement was made Oct. 12 
by “Chemical Engineering,” the mag- 
azine which sponsored this award to 
the company making the most im- 
portant chemical engineering con- 
tribution since January 1948. 

Work in developing high abrasion 
carbon black, and the company’s 
major contributions to the success of 
cold rubber, vitally inter-related to 
the welfare and defense of the 
United States, won the coveted 
award for Phillips. Together they 
have tipped the balance from natural 
to synthetic rubber for tire treads, 
thus making the United States more 
nearly self-sufficient in rubber, con- 
tributing to the nation’s defense and 
insuring low-cost transportation. 

Formal presentation of the award 
will be made on Nov. 28 in New York 
during the biennial exposition of 
chemical industries by Alfred H. 


White, University of Michigan. 

K. S. Adams, chairman of Phillips, 
will accept the award for his com- 
pany. 
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NOW- 
BUTANE DEALERS CAN ENJOY 
THE SPECIALIZED SERVICE 
OF PAN AMERICAN 
CASUALTY €O.,— 
SPECIALISTS IN 

COMPLETE LP GAS 
INSURANCE AT 


NORMAL RATES* 





Have your local insurance agent write 


for information about our... 


@ Complete and comprehensive coverage... for 





@ adequate limits of liability... at 
@ normal rates . .. with 


@ specialized safety engineering and claim 


service. 
* RATES SET BY INDIVIDUAL STATE INSURANCE DEPARTMENT 







PPxn AMERICAN CaSuaury COMPANY 





T. E. GAMMAGE, SR., President 


ARIZONA-ARKANSAS- KANSAS -LOUISIANA-NEW MEXICO - OKLAHOMA -TEXAS 
HOME OFFICE 4001 TRAVIS ST., HOUSTON, TEXAS 
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Snow Plow 
Powered By Butane 


AST winter when many South 

Dakota state and county highways 
were blocked with snow, 38 miles of 
township road in Orland township, 
Lake county, were kept snow-free by 
Roy Adams operating an 8-ft., “V’- 
type plow pulled by his propane- 
fueled tractor. 

Mr. Adams has ben operating this 
Minneapolis-Moline Model “U” pro- 
pane tractor since 1949. Recently, he 
plowed 400 acres of sod (land which 
had been in pasture for the past 18 
years) with a 4-bottom, 14-inch plow. 
Fuel cost of the operation was 20 
cents per acre. 





The tractor now has over 5000 
hours of work on it and has burned 
slightly over 7500 gals. of propane. 
In addition to farming his own land, 
Mr. Adams custom-farms 1150 acres 
of corn for his neighbors. 

In the snow-plowing operation, Mr. 
Adams has encountered no starting 
difficulties, except when the tempera- 
ture remained below zero for long 
periods. His tractor uses a pan heater 
for easier starting during the road- 
clearing periods. 

In filling operations on the Adams 
farm, a Krug hand pump, manufac- 
tured by the D. H. Krug Co., Madison, 
S. D., is used to transfer fuel from 
the 1000-gal. storage tank to the 
tractor fuel tank. 

No fuel change is contemplated by 
Roy Adams—the only change he 
would make would be to purchase a 
new LP-Gas-operated tractor. 


Roy Adams filling his LPG ‘‘snow-plow tractor" from storage with Krug hand pump for 
clearing South Dakota roads in winter. 
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THE ONLY COMP 
FINANCING SERVICE... 





Shecally Designed le fil lhe newbs of lhe 
LPGas Industey 
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Our Credit Plans Cover Four Basic Problems 
RETAIL INSTALLMENT FINANCING of sales to gas con- wo 
sumers. In one package, LPG Gredit Corporation will finance 
the appliances, the lease fee (when container is leased) or the 
sale price of the complete installation (when sold outright) and 
the initial sale of gas for new installations. 


As part of its services, 
LPG Credit Corporation 
offers a _ merchandising 
policy and complete sales 
promotion program as 
effective sales tools, in- 
cluding showroom display 
material, newspaper od 


FLOOR PLAN for financing inventories of appliances and 
- containers which are purchased by the dealer for resale to 
customers. 


FINANCING OF CYLINDERS AND TANKS for dealers 
leasing systems to retail customers. 


FINANCING OF BULK STORAGE TANKS AND DE- 
LIVERY EQUIPMENT. 


mats, radio spot an- 
nouncements and. direct 
mail pieces. 
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Inquiry on your company letterhead is invited. 


LPG CREDIT CORPORATION 


312 EAST 13lstr STREET _ CLEVELAND 8, OHIO 
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Ferrell Butane Co. Opens 
Savannah, Mo., Bulk Plant 


The A. C. Ferrell Butane Gas Co., 
Atchison, Kan., has opened a new 
branch operation in Savannah, Mo. 

A new 30,000- 
gallon propane 
tank has been in- 
stalled at the Sa- 
vannah location, 
which is on U.S. 
71 at the north 
edge of the city. 

Mr. Ferrell has 
a 30,000-gallon 
storage tank for 
propane and a 
30,000-gallon 
tank for butane 
in East Atchison. 
The Savannah 
addition will make his total storage 
capacity 90,000 gallons. It will pro- 
vide the only bulk storage available 
in Savannah. 

Mr. Ferrell has also started con- 
struction on a modernistic one-story 
stucco cement-block office building and 
display room, 30 x 40 feet, at the Sa- 
vannah site. The structure will have 
a total of 50 feet of floor-to-ceiling 
window area. Red McIntyre, St. Jo- 
seph, Mo., is manager of the Savan- 
nah store, and Howard White, of Sa- 
vannah, is the outdoor salesman. This 
store opened for business in Septem- 
ber. 

The company operates three bulk 
delivery trucks out of Atchison, and 
one out of Savannah. Also three pick- 
up trucks and two cars operate out 
of Atchison in a service capacity. A 
merchandise trailer is equipped with 
a full kitchen for display at county 
fairs and farm meetings. Charles 
Lockart and Bob Reed are the two 
outside salesmen in Atchison. 

Mr. Ferrell, who started business in 
Atchison in 1938, currently is presi- 





A. C. FERRELL 
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dent of the Kansas Liquefied Petro- 
leum Gas Assn. and is a director on 
the national LPGA, as well as being 
chairman of the membership commit- 
tee of the latter organization. 


H. Patrick Warren Establishes 
Dallas Carburetion Service 


A. A. Butane Carburetor Service 
has been formed by H. Patrick War- 
ren, Dallas, to specialize in the in- 
stallation and servicing of all types 
of butane and propane carburetion. 
Headquarters of the company are 
located at 2640 North Beckley, Dallas. 
A branch of the company is also 
maintained at Fort Worth with J. C. 
Allen as manager. Twenty-four hour 
service is maintained at the Dallas 
location of the company. F. E. 
Hahnel is comptroller. 

Mr. Warren has been associated 
with the butane industry for the past 
four years. He is a graduate in 
mechanical engineering of Texas 
A&M College. His experience with 
LP-Gas carburetion dates back to 
1935. 


D. Schmidt Named Engineer 
For J. & S$. Carburetor Co. 


S. P. Jones, of J. & S. Carburetor 
Co., Dallas, has announced that David 
Schmidt has joined the company in 
the capacity of automotive engineer, 
specializing in the field installation 
and operation of equipment and in 
the design and development of new 
equipment. 

Before joining J. & S., Mr. Schmidt 
spent 10 years working in automo- 
tive laboratories in Michigan. He is 
an automotive engineering graduate 
and prepared and edited the LP-Gas 
Motor Fuel Manual recently issued 
by J. & S. Carburetor. He will make 
his headquarters at the Dallas office 
of the company. 
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An LPG-powered tractor breaking sod with a 4-bottom, 14-in. plow 
on the prairies of South Dakota. (See P. 122 for story.) 
























Savings in Fuel Will Repay 
Bus Investment in 7 Years 


By CARL ABELL 


OT DAWG!” said the driver 
H of the big silver bus, as it 

rolled over the crest of the 
Barham Blvd. hill on its way from 
the Warner Bros.-First National 
Studio to the Cahuenga Pass Free- 
way in the northern limits of Hol- 
lywood, Calif. 

“What are you ‘hot dawging’ 
about?” he was asked. 

“This propane-fired bus sure 
takes these hills,” he replied. “I’ve 
been waiting for months to get one 
of these. The drivers call ’em ‘jet 
jobs’. Couldn’t make it until the 
company got enough of ’em to get 
down to my position on the seniori- 
ty list. That happened today. We 
used to have to go down in gears 
and hold up all the traffic on this 
hill. Not any more! There’s no 
more stinkum in the exhaust, 
either! The smog control boys 
ought to like this.” 

This story is about the Asbury 
Transit System of Los Angeles and 
Glendale, which bought six of the 
first propane powered buses built 
by Twin Coach Co. 16 months ago. 
But this was one of the older jobs, 
which had been in service on this 


line for a number of years and 
converted to LPG by the transit 
company. Evidently something was 
going on at the big bus shop in 
Glendale. It was worth looking into. 
So Glen Stewart, superintendent of 
maintenance, was questioned. 

“The propane buses are doing 
all right,” Glen said. “In fact, the 
six new jobs have done so well that 
we are converting 20 of our old 
ones, and have ordered 16 addi- 
tional, new, 54-passenger jobs. We 
need the capacity on some of the 
heavy traffic lines. You know, 
people seem to like to ride in these 
new buses. They keep up with the 
automobile traffic better, and 
there’s no halitosis of the exhaust. 
We haven’t had a complaint of ex- 
haust fumes on those buses since 
we started running them, more 
than a year ago.” 

“How about maintenance experi- 
ence?” he was asked. 


“Pretty good,” he replied. ‘““We 
had some problems on the start. 
You always do with any new de- 
velopment. We burned some intake 
valves when they were new. They 
would last about 20,000 miles. We 


Asbury Intercity System Sold on Propane 
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cured that the same way we had 
cured the same trouble in gasoline 
engines. Put in better valves. I 
understand that the factory has 
done the same thing in production 
now. 

“The only valves we have had to 
touch since the change were in an 
engine that ran out of water. The 
engine was in the same condition 
it would have been on any other 
fuel—bad. But you can’t blame 
that on propane. 

“We also had some starting 
trouble, but we got that ironed out. 
After the mechanical part of the 
starting mechanism was under 
control, we still had to train the 
drivers away from their old habits. 
If you try to start a propane en- 
gine like you start a gasoline en- 
gine, you choke it to death. . 

“The six factory-built propane 
jobs have now gone an average of 
just about 100,000 miles each. The 


only one that has had the bearings 
examined was the one that ran out 
of water. The bearings were good, 
and the crankshaft had less than 
.0005 in. of wear. And the crank- 
case was clean. The engines run a 
lot more miles on a gallon of oil. 
They do right well on fuel, also. 
We get about 31% miles per gallon 
on our most congested route, which 
is not much different than we 
formerly got with smaller buses 
burning gasoline. And propane 
only costs us half as much per 
gallon as gasoline.” 

A little quick figuring showed 
the buses were averaging 220 miles 
per day, and burning 63 gallons of 
propane. Nice little sale for any 
propane supplier! And the saving 
in fuel cost, alone, had more than 
paid for one of the six buses. 
That’s something! If the fuel price 
stays comparable, all six will be 
paid out from fuel savings in ap- 








LPG-burning passenger bus of Asbury line on’a regular intercity run between San 
Fernando and Los Angeles. 


NOVEMBER —1951 


327 




















Ri age 


wall 


Filling standard bus with fuel for daily run. 


Precision pump. 


proximately seven years. In addi- 
tion to this, there is a saving in 
maintenance cost. 

“Now you see why we are starting 
to convert the older buses,’ Glen 
added. “We are operating 90 ve- 
hicles on our routes connecting Los 
Angeles and San Fernando, Pasa- 
dena and Hollywood, Hollywood and 
Culver City, and Hollywood and 
the principal towns in the San 
Fernando valley. The first jobs to 
be converted will be 10 Twins. We 
are putting in the factory conver- 
sions, including 10:1 compression 
ratio and Ensign carburetion. We 
will also change 10 Macks right 
away. We will not be able to go 
quite that high in compression, but 
the percentage gain in power will 
be almost the same, because the 
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Parkhill-Wade dispenser and Smith 
L. P. Gurley is at the controls. 


original ratio of the Mack was 
what you might call conservative.” 

“How much gain in power are 
you actually getting?” was the next 
question. 


Performance Too Good To Be True 


Stewart smiled. “We measured it 
on a chassis dynamometer when 
we converted the first bus. The fig- 
ures look too good to be true, and 
I’d rather not quote them until we 
test some more engines. It must be 
enough to notice, because the 
drivers fight to get them. You 
know how drivers are. Nothing 
hurts them worse than to be pull- 
ing away from a stop light and 
have something overtake them. 
These propane jobs keep up with 
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ENSIGN MODEL ‘‘R’’ BUTANE-PROPANE REGULATING UNIT 
combines vaporizer with high and low-pressure regulation 





The big trend toward LP-Gas as an engine fuel is due, in part, to an 
LP-Gas conversion that will really work —a liquid vaporizer and carbu- 
retor proven through the years to be dependable and fool-proof. 

Ensign Carburetion offers these outstanding advantages: 1— Easy 
engine starting without flooding. 2—Smooth powerful performance. 
3—Maximum fuel economy. 4—Fast engine acceleration. 5—Easy to 
install. 6— Easy to maintain in proper adjustment. 7— Easy to service. 
8— Ensign costs little or no more. 9— Hundreds of thousands in use. 
Many engine builders use Ensign as standard equipment. 10—Forty 
years’ experience in the carburetor business. 

Insist on ENSIGN — nothing less. 


ENSIGAJ CARBURETOR COMPANY 


7010 S. Alameda, P.O. Box 229, Huntington Park, Calif. 
Branch Factory: 2330 West 58th Street, Chicago 36, Illinois 


Ensign Model ‘‘W'' Ensign Model ‘‘Xg Ensign Model ‘‘Kenl’ Ensign Model ‘Cg 
Butane-Propane Gas Carburetor Accommodation Gas-Gasoline Combination Gas-Gasoline 
Regulating Unit Updraft Carburetor Downdraft Carburetor 
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street traffic better than anything 
else we ever operated.” 
“Is fueling the buses any prob- 
lem?” 
Keep Ample Fuel Reserve 


“None whatever. We have our 
own storage tanks and dispensers 
here at the Glendale shop, and at 
the San Fernando terminal. There 
are two 12,500-gallon underground 
tanks and metered Parkhill-Wade 
pumps at both places. That gives 
us net storage capacity of at least 
10,000 gallons in each tank. When 
we want fuel, we telephone, and 
get 7000 gallons by truck and 
trailer. We have a cushion of sev- 
eral days supply, so we never run 
out. 

“Filling the bus tanks is as easy 
as filling gasoline tanks. We use 
the Parkhill-Wade special bus 
tanks, with internal outage tanks 
so we can connect the hose and run 


° 
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Instruments are used in regular, periodic checkup of carburetor adjustments. 








the pump until the fuel stops 
flowing. It’s quick and fool-proof, 
and we never lose more than a 
couple of ounces when the hose is 
disconnected. That’s the only fuel 
loss we have. In operating gasoline 
buses we have fuel evaporating 
from storage and bus tanks most of 
the time.” 

One of the drivers came into the 
maintenance office, and stood wait- 
ing, his weight shifting slowly 
from one foot to the other. 


Drivers Crave LPG Jobs 


“You don’t have to ask,” said 
Glen. “Your turn comes up when 
we get two more engines converted. 
That'll be about the end of next 
week. And when you get it, treat 
it like you would a new wife for 
a few days, until you get it broken 
mm” 

“Yessir. And thank you, Mr. 
Stewart,” the driver said, as he 
rushed out the door. 
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1 SINGLE OR DUAL ~ 


CENTURY LP-GAS CARBURETION, designed THROAT CARBURETORS 


for every engine, is comprised of three simple 
units; 1) the single or dual throat carburetor, 
2) the converter and 3) the strainer and fuelock. 
Installation is easy. 

Century Carburetors accurately proportion 
fuel and air by a metering valve which is con- 
trolled by the throttle. This valve delivers a 
balanced distribution of fuel to all cylinders for 
peak performance, insures easy starting and 
perfect idling under all weather conditions. 


CENTURY GAS EQUIPMENT CO. 
11188 LONG BEACH BLVD., LYNWOOD, CALIF. 
Oldest Manufacturer of LP-Gas Carburetion 





2 CONVERTER OR 
REGULATOR HEAT EXCHANGER 












Sold only 
through distributors 
or to original equipment 
manufacturers. 


3 COMBINATION 
STRAINER AND FUELOCK 
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Hundreds of successful L-P installations 


have proved the effectiveness of Ellis 
“‘Bu-Power"’ Manifolds. More power 
and mileage for your customers .. . 
and more customers for you. Every 
conversion is a better conversion when 
you use an Ellis Manifold designed 
especially for L-P gas. 

Contact your Ellis Dist. today for 
further details. 


ELLIS MANIFOLD CO. 
2212 E. Washington Blvd. 
Los Angeles 21, Calif. 























Mr. Dealer... 


Ask the mechanic who knows 
—He will tell you the DIX 
is the simplest, easiest, light- 
est, and smallest of them all. 


DIX MANUFACTURING CO. 


3447 E. Pico Blvd., Los Angeles 23, Calif. 
Export: 301 Clay St., San Francisco 











Garretson Carburetor System 
Will Have Wide Distribution 


Si G. Darling, Pratt, Kan., na- 
tional sales agent for the Garretson 
LP-Gas_ carburetion system, an- 
nounced recently 
the addition of 
several new Gar- 
retson _ distribu- 
tors. These in- 
clude Liquefied 
Gas Corp., Boise, 
Idaho; Tilden En- 
gineering Co, 
Fresno, Calif.; 
Universal Corp., 


: 3 & Columbia, S. C.; 
r . Pariett Gas Co., 
Waldorf, Mad; 
Gas Distributors, 
Ine., Columbus, 
Ga.; and the Colorado Natural Gas 
and Fuel Co., Denver. 

O. L. Garretson, designer of the 
equipment, has also established a new 
firm known as Garretson Carburetion 
of Texas, in Lubbock. 

Mr. Darling stated that equipment 
in the Garretson line is now available 
for any spark ignition engine; trac- 
tor, truck, bus, or automobile. 

Meanwhile, W. J. Montgomery, 
sales manager, Beals Advertising Co., 
Oklahoma City, the firm which han- 
dles all Garretson advertising and 
promotion, announced the appoint- 
ment of Theron E. Cooley as Beals’ 
special field representative for Gar- 
retson system promotions. 

Mr. Cooley’s primary activity will 
be devoted to working with Garretson 
system distributors in assisting deal- 
ers at the retail level to do a sound 
job of advertising, promoting, and 
selling Garretson LP-Gas carburetion 
to consumers. 

Because of the tremendous increase 
in LP-Gas carburetion activity in the 
industry, it is expected that unit 
sales next year will be double 1950. 


T. E. COOLEY 
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Engine Failed— 
Not Propane’s Fault 


HIS past fall we installed propane 

gas on our 351 Series 1949 GMC 
truck. We installed a complete LP- 
Gas carburetion system, but did not 
change the head or manifold system. 
It has operated perfectly and has 
never used any oil or caused any 
trouble. We have it pulling a 28-foot 
trailer loaded with 10 tons of soy- 
beans or cottonseed, on 50-mile hauls 
over flat country. 

Last week we sent it to St. Louis 
for a load of feed, and in a 2-mile 
running distance it began to knock 
terribly. We checked the oil and the 
temperatures, and both were all right. 
We pulled into a garage and tore it 
down, and found all of the main and 
rod bearings out and the crankshaft 
ruined. The truck had 10,300 miles 
on it. The mechanic checked the oil 
pump, and the oil, and found nothing 
wrong. He said he knew of nothing 
that could have caused it. 


Propane—Mountain Fuel? 


Our local GMC dealer reported this 
situation to the factory representa- 
tive, who told him that the truck 
would not hold up on propane, which 
he claimed is strictly a mountain 
fuel. Our elevation here is about 300 
feet. Our supplier of propane oper- 
ates about 50 trucks of various sizes 
on propane, and he has never had 
any trouble of this sort. As a matter 
of fact, by using propane they have 
cut their repair bills considerably. 
Please advise us if the yse of propane 
could have caused this trouble, and 
if so, why? 

Will you also please advise how 
much we should have milled off the 
head for the proper compression ra- 
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| 'Santa Get 


“Gustom-Built” 
L-P GAS TANKS 


FOR 
TRACTORS AND TRUCKS 





Santa Ye “Custom- 
Built”? LP-Gas Fuel Tanks are spe- 
cified as standard equipment by 
many tractor manufacturers. They 
are available for any Tractor, 
Truck or Bus requirement. 


Designed for fast, simple and in- 
expensive installation. Many stock 
models are available, including 
brackets—others are fabricated to 
specifications. They are licensed 
and bonded in states where re- 
quired. Tanks comply with N.B.F. 
U. requirements. U.L. approved 
valves—excess flow protection. 


Highest standards of engineer- 
ing, materials and workmanship. 


Write for specifications and counsel 


£ anda G 'e Engineering & 


Equipment Co. 
MAYWOOD, CALIFORNIA, 3810 Fruitland Ave. 
TULSA, OKLAHOMA, 2830 Sand Springs Road 


























The Book an entire industry 


has been waiting for 


// 


j/ 


The Butane-Propane Power Manual is the 
first authoritative guide ever published for 
the rapidly expanding LP-Gas Power Market. 
It is full of sound technical information, 
much appearing in print for the first time. 

Thousands of bulk plant operators, dealers 
and servicemen have found they need more 
facts on installation methods, equipment and 
service. The Power Manual gives these facts. 
It contains complete specifications and step- 
by-step directions. It shows how to handle 
this new business profitably and with assur- 
ance. 


About the Author ... Carl Abell is nationally 
known as a technical lecturer and writer on auto- 
motive subjects. A member of the S.A.E. for over 
20 years, he has contributed many of the articles 
published in Butane-Propane News on LP-Gas en- 
gines. 


BUTANE-PROPANE NEWS 


A JENKINS PUBLICATION 
198 S. Alvarado St. © Los Angeles 4, Calif. 
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Ready December 15th 


A deluxe edition in handy pocket. 
size for ready reference 


350 Pages Size: 556"x7%," 
Heavy-Duty Flexible Binding 


The Power Manual is profusely 
illustrated with actual photo 
graphs of installations. Diagrams 
and engineering drawings show 
each step in installation and 
servicing . . . the tools you need, 
testing methods, typical problems 
and how to solve them safely 
and quickly. 


EDITION LIMITED TO 5000 


Pre-Publication Price $3.50 


Less 20% in quantities of ten or 
more. In California, add 3% for 
sales tax. Orders from individuals 
must be accompanied by amounl 
of purchase unless credit has been 
established. 
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tio for propane, and where we can 

get a cold manifold for this engine. 
W.H.H. 

Missouri. 

Answer: 

That factory man does not have 
much faith in his company’s trucks. 
He should check up with the Hertz 
Truck Lease Service, of Los Angeles. 
For the past several years this com- 
pany has been operating a fleet of 
between 50 and 60 GMC trucks on 
LP-Gas, and they state that the use 
of this fuel has enabled them to 
prolong the mileage between major 
engine overhauls by four times. 
(See BUTANE-PROPANE News, March, 
1949.) 


Pressure Not Increased 


There is nothing in propane which 
would cause bearing failures, other- 
wise you local dealer would have 
experienced them in his fleet. Since 
you did not raise the horsepower by 
raising the compression, you have 
not increased the pressure on the 
bearings—actually the change should 
have reduced bearing pressures 
slightly, unless the ignition was 
timed considerably too early, and 
you would surely have detected this 
in the operation of the engine, as it 
would have idled very badly and 
would have had a tendency to die 
when being clutched in. 

The only probable cause which we 
can see for this wholesale bearing 
failure would be a plugged oil line 
between the oil pump and the gallery 
which distributes the oil to the main 
bearings. These bearings all failed at 
once—therefore the oil must have 
been cut off from them all at once. 
Under normal conditions, some,of the 
bearings would still be good when the 
first one failed. 

Altitude would not affect propane 
operation any differently than it 
would gasoline operation. . 
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MOTOR FUEL TANKS 
rom STOCK 


©® Farm Tractors 
® Trucks 
© Autos 
@ Buses 


Distributors of 


owiadla ALGAE cone 


CARBURETION EQUIPMENT 


PROPANE MOTOR FUEL CorP. 


9119 Olive Street © St. Louis 24, Mo. 
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LP-GAS 
(oy -V 1:10) dase). 
SYSTEM 


DISTRIBUTED BY 
Colorado Natural Gas Parlett Gas Co., 











& Fuel Co., Denver 
Darlingas Co., 
Pratt, Kansas 

Garretson Carburetion 

of Texas, Lubbock 

Gas Distributors, Inc., 
Columbus, Ga. 

General Tank & Steel 

Corp., Roswell, N. M, 

Liquefied Gas Corp., 

* Boise, Idaho 


Waldorf, Md. 
Tama Distributors, 
Inc., Memphis 
Tilden Engineering, 
Fresno, Calif. 
Town & Country Gas 
Co., Sioux Falls, $.D, 
Universal Corp., 
Columbia, S$. C. 
Valley Industries, 
Mt. Pleasant, lowa 























If you find that you need to raise 
the compression, we would suggest 
that you secure a set of high altitude 
pistons for the engine, as this will 
be more satisfactory in the long run 
than milling or grinding down the 
head. If the engine now has sufficient 
power for your purposes, you will 
naturally balance the cost of install- 
ing the pistons against the expected 
saving in fuel consumption; if re- 
duction in fuel cost is the only rea- 
son for raising the compression, the 
logical time to do it is when the 
engine is open for some other rea- 
son, such as a major overhaul. 

A cold manifold will give you con- 
siderable benefit, and it is not very 
expensive to install. The Ellis Mani- 
fold Co., Los Angeles, can supply 
this through a distributor in your 
area.—Editor. 


Engine Conversions Televised 
To Stimulate Dealer Volume 


In an effort to direct the attention 
of the public to the advantages of 
butane-propane as an _ automotive 
fuel, the Manchester Welding and 
Fabricating Co., Lynwood, Calif., 
manufacturer of propane tanks, has 
been using spot announcements on a 
southern California television station 
for the last four months. The ad- 
vertising is a part of the Sunday 
morning “Inspirational Hour,” on 
KLAC, Channel 138, at 8:15. 

Pictures of various automotive and 
tractor installations appear on the 
screen, while the announcer reads the 
copy. Manchester Welding does not 
sell direct to the consumer, so the 
announcement tells a sales story on 
the use of LP-Gas as fuel, and asks 





Completely installed jobs like this John Deere tractor equipped with Manchester 31-gal. 
tank are shown on the TV program. 
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Richfield truck station at Fresno, Calif., that will cater to butane-powered trucks. This 


is similar to the Redding, Calif., Richfield station which has served as a pattern for a 
chain of such stations in California. 


the listener to investigate the sim- 
plicity of conversions. 

The closing sentence invites those 
interested to call the nearest dealer 
for further details regarding the 
many savings possible in using pro- 
pane as a motor fuel. The list of the 
company’s dealers in the territory 
covered by the broadcast closes the 
scene. f 

Some of the dealers report many 
inquiries have been received as the 
result of the TV broadcasts. Ben 
Brunner, sales manager of Man- 
chester Welding and Fabricating Co., 
considers the results have been quite 
satisfactory, and states that the com- 
pany plans to continue the program 
indefinitely as a service to their deal- 
ers and the industry. 


Dallas Firm Will Make 
16 Sizes of Motor Fuel Tanks 


Production has been started by the 
Master Tank and Welding Co., Dallas, 
Texas, on a line of 16 motor fuel 
tanks. These will be standard stock 
items and will range in size from 15” 
in diameter by 31” long with a 20-gal. 
capacity on through a tank 24 in. in 
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diameter by 60 in. long with a 103- 
gal. capacity. 

The fittings, consisting of a line 
valve, vapor return, liquid line, filler 
valve and relief are.set on a 45° angle 
and protected by a rugged cover. It 
has a visible J. Y. Taylor float gauge. 
In addition to these stock items, Mas- 
ter Tank & Welding will continue to 
build special sizes on request. 


Canadian Firm Marketing 
French Carburetion Unit 


Charles Le Borgne, Ltd., Montreal, 
Canada, is agent in North America 
of the French “D.G.D—AMUG?” car- 
buretion system which has been in 
use in France for a number of years. 
The unit was originally developed 
during World War II when propane 
gas was used as a substitute fuel 
for the then scarce gasoline. 

The D.G.D. system, consisting of a 
regulator and a carburetor and all 
necessary accessories, has been used 
on many vehicles in Canada. 

Charles Le Borgne, Ltd., is located 
at 1487 Mountain St., Montreal, Que- 
bec, Canada. 




















The Ellis Transport Corp., Hous- 
ton, Texas, has announced the dis- 
continuation of its wholesale appli- 
ance business (Ellis Butane Equip- 
ment Co.) in order to devote its 
entire time and resources to the de- 
velopment of its fuel business; name- 
ly, the transport company and L.P.G. 
Carburetion, Inc. 

Larger quarters and expanded fa- 
cilities will be available to the com- 
pany about Dec. 1. 


Alan B. Cameron has been named 
president of the Ruud Manufacturing 
Co., Pittsburgh, Pa. He _ succeeds 
Richard H. Lewis, who becomes chair- 
man of the executive committee. 

K. M. Clark, formerly vice presi- 
dent and treasurer, now becomes ex- 
ecutive vice president, and Halvard 





Additional space was recently provided the engineering building of Robertshaw Thermo- 
stat Div. by means of adding a second floor and a wing. This is only part of the 
construction program at the Youngwood, Pa., plant. 
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Lintvedt, who has been manager of 
the firm’s Kalamazoo, Mich., plant 
was elected vice president. 


Weldit, Inc., Detroit, has appointed 
Clifford L. Schueltz & Co., Chicago, 
as distributors of Weldit equipment 
and Tipaloy electrodes for the Chi- 
cago area, according to O. L. Smith, 
Weldit president. 

Weldit recently became national 
distributors for Tipaloy, Inc., manu- 
facturers of resistance welding elec- 
trodes. 


“For furnishing technical assist- 
ance to the peoples of the Marshall 
Plan countries,” the Robertshaw 
Thermostat Division of Robertshaw- 
Fulton Controls Co. was awarded a 
certificate of cooperation by the Eco- 
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nomic Cooperation Administration | 
recently. 

Special recognition was given the 
company by the ECA for having re- 
ceived individual groups from west- 
ern European countries on technica! 
assistance missions. 

Robertshaw Thermostat has recent- 
ly completed a building program at 
its Youngwood, Pa., headquarters 
consisting of a second-floor addition 
and a wing in the engineering build- 
ing, a new building for the manu- 
facture of fuse hoosters, a thermostat 
repair building, and an extension to 
the “Unitrol” building. 


William E. 
Bambrick has 
been appointed 
divisional sales 
manager of Cal- 
oric Stove Corp. 
for Arkansas, 
Oklahoma, Mis- 
sissippi, and Lou- 
isiana, according 
to Julius Klein, 
company presi- 
dent. 

Mr. Bambrick 
will headquarter 
in Baton Rouge, La. 

District representatives in the di- 
vision are Oscar E. Swanson, Arkan- 
sas; E. G. Wall, Oklahoma; and P. O. 
English, Mississippi. 





WM. E. BAMBRICK 


In a bulletin to the LPG industry, 
The Bastian-Blessing Co. has called 
attention to the fact that, because of 
the present shortage of controlled 
materials, it is required to operate 
under a “closed” CMP. 

Under a “closed” CMP, the com- 
pany can buy controlled materials 
(steel, brass, copper and aluminum in 
mill shapes and forms) only within 
the quantities allocated the company 





by NPA, the quantity of the alloca- 
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the world’s 


YOU CHECK IT! See a Rez- largest-selling 
nor heater installation and automatic gas 
talk to the owner. If you unit heaters 
don’t know of one, off do the job 
hand, call a Reznor Dealer. 


The telephone directory 
should give his name — 
if not, write us. 

YOU’LL FIND THAT the 
Reznor unit is a compact 
heating machine that eco- 
nomically does a more ef- 
fective job. Units install 
easier, faster and at lower 
cost. 





FLOOR MODEL FOR 
OFFICE OR HOME 
a 


SUSPENDED MODEL 
FOR STORE, 
SHOP AND FACTORY 


REZNOR MANUFACTURING CO. 
4 UNION ST. - MERCER, PENNA, 
Send me 20-page catalog in full color 
Name 





Firm 
Address 
City. 








Zone State 





This Advertisement Appears in Collier's and the 
Saturday Evening Post. 

















CORKEN'S Inc. 


206 East Grand- Oklahoma City, Okla.-7-6517 





tions depending greatly on the per- 
centage of the various DO ratings 
received from its customers. : 

The bulletin states that it is vitally 
important to Bastian-Blessing cus- 
tomers to cooperate by using avail- 
able DO ratings wherever possible on 
every order sent in. This will enable 
the company to obtain the necessary 
materials with which to fill the or- 
ders. 


W. N. Peacock, 
Jr.,;has been ap- 
pointed chief en- 
gineer of Trinity 
Steel Co., Dallas, 
according toC. J. 
Bender, presi- 
dent of the LP- 
Gas tank and 
transport manu- 
facturing firm. 

Mr. Peacock 
has been active 
W. N. PEACOCK, JR. in the - industrial 

engineering field 
for a number of years, having spent 
eight years on the staff of Wyatt 
Metal and Boiler Works after attend- 
ing Southern Methodist University. 





Howe Scale Co., Rutland, Vt., has 
moved its Chicago branch to 1915 
N. Harlem Ave., expanding the com- 
pany’s office and service facilities in 
that area. Curtis B. Hoffman is man- 
ager of the office. 

Richard F. Straw, vice president in 
charge of sales, has announced the 
following appointments: 

Lierd E. Grant as manager of the 
Los Angeles branch, supervises sales 
and service activities of Howe scales 
and hand trucks in southern Califor- 
nia, Arizona, western New Mexico, 
and the El Paso region of Texas. 

O. B. Collins, as manager of the 
Atlanta branch, covers Georgia, 
South Carolina, Florida, Alabama, 
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and southeastern portion of Tennes- 
see. 

Jack H. Brewer, as manager of the 
Minneapolis branch, supervises activ- 
ities in Minnesota, northwestern Wis- 
consin, northwestern Iowa, North and 
South Dakota, and western Montana. 


FROM CONVENIENTLY 
LOCATED PLANTS IN.... 


|| ARKANSAS 
CALIFORNIA 
KANSAS pee 
LOUISIANA 4 
Dearborn Stove Co. executives R. H. Nor- OKLAHOMA 


ris, left, executive vice president, and : 

C. H. Hinds, right, director of sales, are ; TEXAS 

inspecting the new Dearborn automatic 

gas water heaters, the most recent addi- 

tion to the Dearborn line of gas-fired 

home appliances. The Dearborn water a ; 

heater line includes four basic models, WRITE, WIRE OR TELEPHONE 
with 20, 30, 40, and 50-gal. water stor- 
age tank sizes. The company also manu- 


factures gas space heaters and conversion S U N i} A Y fH] | L 


burners. 





©eGOrreorRAT!ON 


The National Ideal Co., manufac- GENERAL OFFICES 
turer of the Premier line of poultry, Tulsa, Oklahoma 
hatchery and general farm equip- 
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Fan-Forced-Air 
or 

Circulating 

Gas Heater 


Low-cost circulating GAS 
Heater easily converted 
into a deluxe fan-forced- 
air heater with Oakland 
interchangeable attach- 
ments. 


40,000 
and 60,000 
BTU Capacity 
Fully AGA 
rWerslaek at: | 








Howl Oakiand Blower 


attachment available for 
additional air circulation 
. . - hotter heat volume. 


One Model 
Gives Customers 
2-Way Choice! 


© Regular Circulating Gas Heater 
© Deluxe Fan-Forced-Air Gas Heater 
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ment for use with LP-Gas, recently 
moved into a new, modern office build- 
ing in Toledo, Ohio. 

The company selected a site after 
a survey revealed that practically the 
entire staff lived in surrounding 
neighborhoods, eliminating many 
transportation problems. The office 
building is one hour away from the 
company’s Hicksville, Ohio, factory. 

President W. K. Krapp, Lewis 
Frautschi, vice president, and other 
company executives cooperated with 
the architect in setting out features 
in the two-story brick building which 
would specially suit their manufac- 
turing problems. 


J. H. Rasmus- 
sen has been 
named vice presi- 
dent in charge of 
sales of all Per- 
fection Stove Co. 
cooking and heat- 
ing appliances. 
Mr. Rasmussen 
has had many 
years’ experience 
in the appliance 
field. He will 
make his _head- 
quarters in 





J. H. RASMUSSEN 


Cleveland, Ohio. 

C. H. Foulds will continue as vice 
president in charge of contract and 
automotive sales for Perfection. 

Ralph S. Cadwallader, who has 
served Perfection for the past few 
years in the states of Wyoming, Colo- 
rado, New Mexico, Nebraska, Kansas, 
Oklahoma, northern Texas, and Mis- 
souri, has been named sales promo- 
tion manager of the company, ac- 
cording to A. B. McLaren, division 
sales manager. 


Robert E. Maloney, president of 
Calor Gas Co., San Francisco, has an- 
nounced the formation of a Rocky 
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A drain-plug at the base of the heater—it's 
as simple as that! The improved Siebring 
tank heaters now bring you and your custo- 
mers this practical solution to the unavoidable 
condensation that occurs in any gas burning 
tonk heater. Just connect a hose from the 
heater drain-plug to the tank drain-plug and 
the condensation drains away. 

This new feature makes Siebring heaters the 
most dependable gas burning stock tank 
heaters on the market! The peak of your 
sales season is coming. See your jobber or 


We've Solved the Condensation Problem 
in Gas Burning Tank Heaters! 





NOW 


SIEBRING 
Gas Burning 
TANK HEATERS 
are equipped with 
a 
DRAIN-PLUG 
for 
EASY REMOVAL 








write for prices today! of 


FOR GREATER FUEL ECONOMY in severe CONDENSATION 
weather, recommend that your customers use 
a Siebring ‘weatherproof’ hood over the 
draft stack. 


SIEBRING 


MANUFACTURING COMPANY 
318 Main Street 
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L-P TORCHES 


Unsurpassed for TOP Performance 











inc 
SINCE 1918 





Weldit's tation for top perf , backed by 33 years experience, reflects the in- 
herent quality built into Weldit L-P torches. Never before has a line of L-P torches offered such an 
g tion of advanced features as the Weldit L-P Torch group. 














WELDIT C-48P 
WELDIMATIC 
L-P TORCH 





The famous Weldit Weldi- 
matic torch, using propane and 
atmospheric air (no regulator required). 
The Weldimatic trigger control outomati- 
cally reduces the working flame to a small 
pilot light eliminating fire t 








Weldit Torches . . For 
The Man Who Carries The 


Torch. 
bulletin #16M 


994 OAKMAN BLVD. DETROIT 6, MICH. 


CANADIAN DISTRIBUTORS @ ALLOY METAL SALES 
881 BAY STREET @ TORONTO 5, ONT., CANADA 


Write for 
technical 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 


CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL CO. 
(Del.) 


BARTLESVILLE, OKLA. 
CHICAGO, ILL. 


Other Sales Offices 
Cleveland Kansas City 
St. Paul Toronto 


















ROBT. E. MALONEY R. A. HEMINGSON 


Mountain division to cover the com- 
pany’s expansion in marketing bu- 
tane and propane to. distributors 
throughout the Rocky Mountain area. 
Ray A. Hemingson has been ap- 
pointed manager of the new division, 
with headquarters in the First Na- 
tional Bank Bldg., Great Falls, Mont. 
He was formerly located in Calor’s 
San Francisco office. Before coming 
to Calor, Mr. Hemingson had been 
with Phillips Petroleum Co. and H. 
Emerson Thomas & Associates. 


Frank S. Reid has been named re- 
gional appliance service manager for 
Servel, Inc., in the northern section 
of the company’s West Coast region, 
according to John K. Knighton, vice 
president in charge of sales. 

Mr. Reid will headquarter in Port- 
land, Ore., and will supervise ap- 
pliance service operations in Wash- 
ington, Oregon, Idaho, Montana, 
Utah, northern California, and north- 
ern Utah. 

Blair Hughes will continue as 
Servel’s regional appliance service 
manager for Arizona, southern Ne- 
vada, and southern California, with 
headquarters in Los Angeles. 

The company has also announced 
the appointment of Townsend Cooper 
as director of creative planning and 
production in the sales promotion de- 
partment. 

Servel is celebrating its 25th an- 
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N profits... and better satisfied customers. 
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- anime H eye appealing beauty com- 
u= bined with top quality and lat-" 
dle est engineering’ ‘advancements. 
oe : represent the ultimate 
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From Oregon to Maine — From Florida 


into Canada 


LP-Gas 


Dealers 






find this 








BAKER 4lcohol PUMP 


the simple answer to moisture problems 


Holds 4 gallons 
of Alcohol. Is 
hydraulically de- 
signed to force alcohol 
into any size cylinder 
against any propane-bu- 
tane pressure. This means 
that when a_ regulator 
freezes up, just take your 
Baker pump and give the 
moisture contaminated tank 
a shot of alcohol and the 
job is done. Many con- 
cerns are equipping each 
delive:y truck with a 
B.ker Pump. Economically 
priced at $39.50 com- 
plete with fittings. 





BAKER ENGINEERING, Malone, 


































— 


Send your order today to 


N. Y. 











LOWN SLIP ROLL 


FORMING MACHINES 





6’ wide. 


Initial Pinch-Type Driven 
Top Roll 7” Diameter-Lower Rolls 61/2” 
Capacity, Model B-774, 


“%4” Mild Steel 


Available in longer or shorter lengths 
Oilite Bearings, Alemite Lubrication 
Roll Position Indicators 

Power Adjustment on rear Roll & Air 


Cylinder For Operation of Drop Arm, if 


desired. 


Fast sturdy and easy to operate 


* 
@ Prompt Deliveries 
td 


Other Size Machines also Available 
Dealers in Principal Cities. Write for Bulletins 
SAN ANGELO FOUNDRY & MACHINE 
COMPANY 


SAN ANGELO, TEXAS 


1000 EAST UPTON 








150 





niversary in 1951. On October 15 
the company held a cocktail party at 
the AGA Convention in St. Louis 
commemorating its silver anniver- 
sary. 

Robert M. Stevens was named ad- 
vertising manager of Servel on Oct. 
9. He has been with the company 
for six years, first as a regiona! ad- 
vertising and sales promotion repre- 
sentative and later as assistant ad- 
vertising manager. 

Servel, Inc., is currently offering to 
replace at the wholesale price every 
obsolete or neglected air or water- 
cooled gas refrigerator in the New 
York area that has been in operation 
15 years or more. 

This is the result of a situation that 
developed in New York (and prob- 
ably is peculiar to that city alone) 
due to the refusal of the local utility 
to live up to its traditional respon- 
sibility of servicing gas appliances. 
which resulted in hazards to users 
of imvroperly operating units. 


A. J. Kerr, vice 
president of me- 
ter and_ valve 
sales for Rock- 
well Manufactur- 
ing Co., has been 
appointed chief 
of the valves and 
fittings branch, 
general compo- 
nents division of 
the National Pro- 
duction Author- 
ity. Mr. Kerr will 
headquarter in 





A. J. KERR 


Washington, D.C. 

Rockwell has announced the ap- 
pointment of Hans A. Altorfer as 
chief engineer of the Nordstrom Valve 
Division, according to F. V. Snod- 
grass, general manager of the Oak- 
land, Calif., division. 

H. O. Vaars is a new sales engi- 
neer for Rockwell in Wisconsin and. 
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upper Michigan. He will service wa- 
ter and gas utilities and LP-Gas ac- 
counts in this territory. : 

Named as assistant sales manager 
of oil field products is R. J. Munn, 
according to Rockwell Vice President 
L. A. Dixon. He will assist H. Gott- | 
wald, general sales manager of Nord- 
strom valves. 





The Estate Stove Co., Hamilton, 
Ohio, has announced the appointment 
of W. H. Elkins as a district repre- 
sentative in the Texas territory, ac- 
cording to Gordon Hentz, Estate’s 
general sales manager. 

Mr. Elkins, a resident of Dallas, 
has had wide experience in the dis- 
tribution of major appliances in the 
Texas area. For the past three years 
he was district manager of Lone Star 
wholesalers, of Dallas. 

Mr. Elkins activities will be under 
the supervision of J. Edward Wyatt, | 
Jr., Estate’s regional sales manager | 
for the Texas area. | 

Paul F. Armbruster is new Mid- | 
west division sales manager of the | 


Estate Stove Co., with headquarters 
in Omaha. He replaces C. M. Chris- | 
tensen who was recently transferred 
to the post of Western division man- | 
ager. 

Formerly, Mr. Armbruster was | 
dealer-manager with Mid-America ! 
Appliance Corp. and sales-service rep- | 
resentative for Servel, Inc. | 


Earl B. Cutter has been named as- | 
sistant to the vice president in charge 
of sales for the American Meter Co. 
Prior to his recent appointment, Mr. | 
Cutter has been active in sales of ' 
American Meter products in the Mid- | 
west. 


Lewis M. White, formerly manager 
of American Stove Co.’s customer | 
accounting department, was appointed 
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RADIANT 
FRONT 


Outstanding Features: Triple 
Heat Exchanger; Stiglitz “Blue- 
Streak” Burner;‘advanced styling. 
Fully automatic control and direc- 
tional blower available at extra 
charge, Catalogue on Request. 


FURNACE & FOUNDRY CO., INC. 
LOUISVILLE 3, KY. 
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NOTHING SAFER THAN 


Tite Seal 


FOR LP-GAS CONNECTIONS 















THE 
PERFECT 
SEALING MMT 
compounn (a —= 






ABSOLUTELY 
LEAKPROOF 








WON'T 
HARDEN 












GASKET & JOINT 
SEALING COMPOUN } 


(Semmes 





RADIATOR SPECIALTY COMPANY 
CHARLOTTE, NORTH CAROLINA 





Leading Brancls/ 


REGO LP GAS 
EQUIPMENT 


Rochester Criterion Gauges 
—Aeroquip Hose and Fit- 
tings—Weco-Trol (automatic 
control)—I C C Cylinders 
Okadee Valves 







EQUIPMENT 
COMPANY, Inc. 


P. O. BOX S66 
2620 South Ervay « DALLAS, TEXAS * 


GA 














F iret See 


GRIFFITHS 


for 
Conversion Parts 














We can supply a wide assort- 
ment of spuds, orifices and 
other parts for converting do- 
mestic and commercial equip- 
ment to any type gas. Also, a 
complete line of repair parts 
for all types of gas meters. 


Write for catalog. 


E. F. GRIFFITHS 
COMPANY 


350 E. Walnut Lane, Philadelphia 44, Pa. 


Serving the Gas Industries 
For Over 40 Years 














CHEERF ATORS 


Fully automatic with capacities to handle mod- 
erate to heavy heating loads. CHEERFULATORS 





supply finest heating qualities at low gas ccn- 
sumption rates. Four models available. 
Write today for full information. 


ADAMS BROS. MFG. CO., INC. 





1500 NORTH AVE., W. PITTSBURGH 33, i 
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manager of the firm’s newly created 
parts division, Oct. 1, according to 
George P. LEichelsbach, Jr., vice 
president in charge of manufacturing. 


George W. Rogers simultaneously 
was named manager of the customer 
accounting department by Clark P. 
Fiske, secretary-treasurer. 


General Controls Co., Glendale, 
Calif., has appointed managers for 
the company’s recently opened branch 
offices in New Orleans and Omaha. 


Robert C. Servat is manager in 
New Orleans with headquarters at 
426 Audubon Bldg. 


Eldon Burnett, in charge of the 
Omaha office, has been associated 
with General Controls for three years, 
having served as a sales engineer 
prior to his present appointment. 


S. T. Longoria has joined the sales 
staff of Brower Manufacturing Co., 
Quincy, Ill., according to Sales Man- 
ager T. F. Thompson. 

Mr. Longoria, a graduate of the 
University of Texas, was formerly a 
district manager of the Moorman 
Manufacturing Co. 
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WANTED 


MANUFACTURING COMPANY 





Our client, a well known eastern 
manufacturer, wishes to acquire con- 
trolling interest in either of the two 
following types of manufacture: 





1. Low p gas t com- 
pany with primary manufacture in 
steel tanks. 


2. Established Sect 





ing water softening units. 


A cash accumulation of $1,000,000 
is available for this purchase. 


All replies will be maintained con- 
dential. 


Write T. A. Harrington 


J. J. HARRINGTON & CO. 


22 West Monroe St. Chicago 3 

















SAVE MONEY 
ON 
CYLINDERS 


< 
vou GET THE GREATEST SERVICE FROM 


Srest-O-Lite 


CYLINDERS 





100 Lb. and 20 Lb. Capacity 


Direct factory shipment, 
quick service. 


INTRODUCTORY OFFER 


100 Ib., TW 70 Ib. with Rego 
Valve . . . $14.95—any quantity 
F.0.B.,. Indianapolis, Ind. 

Let us be your Supplier and save 
you time and money on Linde 
Prest-O-Lite cylinders. A complete 
stock of Bottled Gas Dealers’ 
Supplies. 


HOME GAS EQUIPMENT 


1303 Carnegie Ave. — Cleveland 15, Ohio 
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New PROPANE 
DELIVERY TRUCKS 


1250 gal. As illustrated on NEW, 1951 
standard make truck, pump, hose, piped 
ready to go. 


$3,995.00 including truck 
Meter & propane carburetion extra. 
Larger sizes available. Immediate delivery. 


Preston “‘propane" Grace 
WHITE RIVER 


DISTRIBUTORS, 
Batesville, Ark. 


INC. 
Phone 570 or 686. 











REGO LP GAS EQUIPMENT 


Rochester Criterion Gauges— 

Aeroquip Hose and Fittings— 

Weco-Trol (automatic control) 
1 C C Cylinders 
Okadee Valves 


GAS EQUIPMENT 
SUPPLY CO. 


127 ELLIS ST. N. E. ATLANTA, GA. 
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